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KINGSLEY HEAD OF 
PENNSYLVANIA BODY 


State Insurance Federation Holds 
Its Annual Meeting at 
New Castle 


MANY ADDRESSES GIVEN 


Notable List of Speakers on the Pro- 
gram for the Convention 
This Year 


NEW CASTLE, PA., May 31.—Wil- 
liam H. Kingsley, vice-president of the 
Penn Mutual Life of Philadelphia, a 
veteran in the insurance field, will head 
the Insurance Federation of Pennsyl- 
The 
tion of Mr. Kingsley came on Monday 
afternoon when the delegates assembled 
here at the Insurance 
Days” celebration of the Insurance Fed- 


vania for the coming year. elec- 


“Pennsylvania 


eration unanimously chose him as their 
leader. While Mr. Kingsley 
present at the convention, he 
message of accentance. On 
evening a motion picture reel 
him at work was a feature of 
quet. 


was not 
wired a 
Tuesday 
showing 
the ban- 


Other Officers Elected 


With Mr. Kingsley, the following of- 


ficers were chosen: First vice-nresi- 
dents, Charles H. Holland, Philadel- 
phia; Thomas B. Donaldson, Newark, 


N. J.; Walter G. McBlain, York; Wil- 
liam Embrey, Philadelphia; R. R. Helms, 
Reading; R. L. Rodgers, Erie; W. S. 


Palmer, Sharon; G. R. Dette, Phila- 


delphia; W. E. Quinlin, Pottsville, treas- | 


urer, John D. Pharoah II, Philadelphia; 
secretary, Homer W. Teamer, Phila- 
delphia; assistant secretary, Mary Fir- 
eng, Philadelphia. 

Directors were elected for terms ex- 
piring in 1931, as follows: James W. 
Wood, Allentown; Harry C. Fry, Pitts- 
burgh; Milton H. Diffenbaugh, Lancas- 
ter; H. E. McKelvy, Pittsburgh; George 


A. Evans, Butler; I. D. McQuiliston, 
Erie; George H. Salter, Philadelphia; 
\lfred J. Parker, West Newton; Ar- 


thur I. Martin, Altoona; J. C. Williams, 

New Castle; Earle Schaeffer, Harris- 

burg; R. R. Helms, Reading; Walter G. 

McBlain, York; Walter S. Palmer, 

Sharon; E. E. Cole, Pittsburgh; Alvin 
Beyer, Norristown. 


Convention Sets New Record 
Probably no convention of the Fed- 
tration yet held has equalled the present 
One from point of registration, quality 
of program, or general feeling of good 
fellowship. The convention opened at 
9:30 Monday morning. William S. 
Diggs of Pittsburgh, retiring president, 
Was introduced as chairman of the day. 
“The cooperation of insurance inter- 
sts as contemplated by the Federation 
's highly necessary,” said Mr. Diggs, 
and the fiscal year just ending has 
Probably enjoyed a larger measure of 
Cooperation in Philadelphia from certain 


| lin G. Allen, general agent ot the Con- 


COOPERATIVE PROJECT 
IN EDUCATIONAL WORK 


THREE AGENCIES BACK OF IT | 


Baltimore Offices Unite in Maintaining | 


Life Insurance School from June 
20 to August 10 


Wootton & Addison, general agents 
for the Penn Mutual in Baitimore, tf rank- 


necticut Mutual, and Henry H. Mc- 
Bratney, general agent ot the State Mu- 
tual, have made a novel educational al- 
liance. ‘Lhese three agencies are jointly 
to have a life insurance school, whose 
instruction will begin June 20, and will 
end Aug..10, with a total of 16 sessions. 

Lhe purpose is to attract men of high 
qualifications, who already are earning 
good incomes in other businesses. Lo | 
that end the instruction will be in the 
economic uses of life insurance rather 
than in the technique of salesmanship, in 
an attempt, by showing the enormous 
and varied economic uses of life insur 
ance, to bring such students into the 
business. Most of the instruction will 
be given by Dr. S. S. Huebner, and 
associates from the Wharton School of 
Finance of the University of Pennsyl- 
vania. 

The class will be limited to 60 mem- 
bers, and any student who misses two 
sessions will be dropped. Students will 
be under no expense. Agents in the 
three offices who bring one student to the | 
school are privileged to attend them- 
selves. Membership in the class will be 
made up from personal contact, through 
the help of agents, and through news- 
paper advertising. Students entered by 
each office will belong, as prospects for 
agency contracts, to the respective of 
fices, the other two general agencies 
agreeing not to employ them—or indeel 
any agent connected with the other two. 

The underwriting fraternity in Balti- 
more will watch with keen interest the 
outcome of his novel and somewhat 
daring enterprise. 





| important insurance factors than in any 


previous year.” 

He expressed his appreciation of the 
cooperation of the men in the Federa- 
tion and bespoke their hearty assistance 
to the new president. 


Fleming and Hart Headliners 


Two addresses of the day stood out 
for their brilliancy and force, those of 
T. Alfred Fleming of the National Board 
of Fire Underwriters, New York, and | 
Hugh D. Hart, vice-president of the 
Penn Mutual Life. Mr. Fleming spoke 
on “The Place of Insurance in the Fu- 
ture Prosperity” and Mr. Hart on “This 
Thing We Call Underwriting.” Other 
speakers at the session were S. F. Law | 


| of the Springfield Fire & Marine, Spring- 


field, Mass.; James A. Whitmore, Phoe- | 
nix Mutual Life; John J. Hall, of the | 


“Save-A-Life Campaign; John S. Turn, 
vice-president and manager of the New 
York City office of the Aetna Life, and 
Laurence E. Falls, vice-president of the 
American of Newark. 
Among the speakers listed for Tuges- 
(CONTINUED ON PAGE 18) 


PROBLEMS OF BUSINESS 
DISCUSSED BY MILLIGAN 


MUCH FOR AGENT TO KNOW 


Lapse Record Will Improve When Busi- 
ness Life of Agent Is 
Prolonged 


In his speech before the sales con 
gress at Baltimore, Vice-President 
Samuel Milligan of the Metropolitan Life 
told of some of the problems which are 
in the minds of the company executives. 
In speaking on the question of produc- 
tion, Mr. Milligan said that although it 
is still perfectly easy to hoodwink pros- 
pects, there is a certain number of peo- 
ple in the United States who are getting 
educated to insurance. He said it is up 
to the agent to conduct his business so 
that he will be a real guide and a help 
to his prospects. “The day is passing 
when a man can grab up a rate book, 
go out and write up his business and 
then go out of the business,” said Mr. 
Milligan. 

Mr. Milligan said that he did not be- 
lieve that a part-time man is a good 
proposition in the insurance business 
today. The business is so complicated 
that a man writing the business ought to 
know the business as much as a lawyer 
or a doctor should know their profes- 
sions. 

Long Training Necessary 


Mr. Milligan admitted that to get the 
right kind of agents requires a great deal 
of effort, the general agent must select 
the proper kind of men and train them 
for months. Life insurance means many 
years of discouragement until the sales 
man gets on his feet. “I question very 
much,” said Mr. Milligan, “whether a 
life insurance sales expert can be trained 
in less than five years.” 

The numerous problems that the agent 
must meet and the numerous questions 
he must answer means that the intelli 
gent agent must devote a great deal of 
study to the business. He must be fami- 
liar with insurance, trusts, the income 
tax on corporation insurance, laws gov- 
erning copartnership insurance and many 
other subjects and be able to talk about 
them without a moment’s notice, saic 


Mr. Milligan. 


Problems of Settlement 


Even after the application is signed, 
the problem of how the prospect is to 
leave his insurance has to be worked 
out and how it is affected by the tax 
problem and so on, added Mr. Milligan. 
It is impossible for the business to pro- 
gress unless it is conducted by highly 
trained, honest, expert underwriters, men 
who are making this business a profes- 
sion, said Mr. Milligan. 

In discussing rebating Mr. Milligan 
said it is very difficult for the home of- 
fice men to stop it, but it is the duty of 
the local underwriters’ associations to 
investigate all cases of rebating. 

The rewriting of business and the 
question of speculative risks came in for 
criticism in Mr. Milligan’s talk. He 
said that rewriting is an injustice to the 
insured and he must pay two initial ex- 
penses. He said that the life insurance 
for speculative purposes is poor busi- 

(CONTINUED ON PAGE 18) 


RESPONSIBILITY OF 
AGENT IN SELECTION 


Should Choose Proper Risks and 
Not Pass Problem Entirely 
to Company 


UNDERWRITING NEEDED 


Hugh D. Hart at Federation Meeting 
Discusses Obligations in Passing 
Upon Business 


NEWCASTLE, PA., May 31. 
D. Hart, vice-president of the Penn Mu- 


Hugh 


tual Life and former member of the fa 
Hart & 


addressed 


mous general firm of 


City, 


agency 
New York 


the Insurance Federation of 


Eubank in 


Pennsyl 


vania at its meeting here this week 
Mr. Hart’s subject was “This Thing 
Phat We Call Underwriting.” He said 


“When Gerald Eubank and I went to 
New York in 1924 to 
agents for the Aetna Life, we made an 
analysis of the factors that produce life 
business. As I recall it now, we enu- 
merated five factors which stood out as 
the most important in business 
tor an agency. Underwriting was one 
of the five and it ranked up very close to 
the top ol the list. 


become general 


securing 


Is Factor in Production 


“Underwriting bears almost as impor 
tant a relationship to new business pro 
duction as it does to the premium profit 
and loss account. Unsympathetic under- 


writing will do more to run business 
away trom a company than any other 
single feature. By unsympathetic | 
mean that type of underwriting which 


recognize that life insurance, 
ike a commercial product, must be sold 
under competitive conditions in a mar- 
ket that has its own recognized methods 
of selection and distribution 


tails to 


Cannot Be Measured 


When a company gets the reputation 
of being arbitrary in its underwriting 
methods, it may be able to produce sta 
tistics to show what it has saved by its 
ultra-tight selection, but no statistician 
has ever been able to compute what a 
company loses by such a course The 
real loss is not apparent; for business 
which is never offered such a company 
does not appear upon its records. Itisa 
simple thing to say, but it is a profound 
thing to experience, namely, that a com- 
pany never makes any money out of 
premiums which it never gets. 

“Now let me turn the picture around 
the other way. A company which de- 
parts from sound underwriting in order 
to attract agents or premiums is on a 
dangerous track. A departure from 
sound underwriting is never justifiable 
under any conditions. An insurance com- 
pany, whether life, fire or casualty, is an 
institution that is invested with an almost 
sacred trusteeship. It is not a gambling 
concern, substituting the game of risk 

(CONTINUED ON PAGE 19) 
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JAMES LEE LOOMIS GIVES 
BUSINESS GETTING IDEAS 


PETER M. FRASER IS TOASTED 


President of Connecticut Mutual Among 
Those at Farewell Dinner to New 
York General Agent 


NEW YORK, May 31.—Speaking 
before a dinner of the Fraser agency 
of the company here last week, Presi- 
dent James Lee Loomis of the Con- 
necticut Mutual Life presented a pic- 
ture of optimism for future development, 
outlining three definite new ideas that 


might lead to new business, creations 
of the past decade. The dinner, a 
testimony to Peter M. Fraser, New 
York general agent, who has become 


leader of the company field forces, was 
attended by a large delegation of offi- 
cials from the home office and was in 
the nature of a farewell to Mr. Fraser 
who sailed Saturday for a six weeks’ 
European tour, to start with his native 
heaths of Scotland. 


Cites New Sales Factors 


Mr. Loomis, in a brief talk at the din- 
ner, said that there was no reason for 
discouragement in the life business at 
any time, as it was a business that could 
grow and prosper at all times, even in 
the face of financial depression in other 
avenues. He said that today there are 
many new developments which open the 
way for new business, alone sufficient 
fields to overcome any apathy that 
might otherwise be encountered. Re- 
ferring specifically to three of these, he 
told of the possibilities for the field 
man in their cultivation. Mr, Loomis 
said that first and foremost is the new 
investment factor which should open 
the way to notable increases in busi- 
ness. When a policyholder took out 
$10,000 a decade ago, it seemed to se- 
cure for him a life return, in the event 
of maturity, of about $600 annually in 
the safest, most conservative securities. 
That situation has entirely changed to- 
day, however, and the best the bene- 
ficiary can hope to secure on securities 
of similar quality is about 4.15 percent 
or $415 on the invested $10,000. This 
is a depreciation of income over which 
no one has control and yet which is an 
actuality today. To meet this, the agent 
should immediately canvas his policy- 
holders and increase their holdings 50 
percent, to cover this depreciation. Mr. 
Loomis pointed out that, if the policies 


were sold with a specific purpose in 
mind, that purpose is lost, unless this 
is done. 


Tells of Business Builders 


Another factor of comparatively re- 
cent development that was mentioned 
by Mr. Loomis was the instalment buy- 
ing plan. He said that a great portion 
of the public is today investing the fu- 
ture in this way. Huge outlays are be- 
ing made in goods purchased on time 
and all these goods are not held on a 
very strong equity. In the event of 
death, the beneficiaries are very apt to 
be loaded with instalment notes which 
are too burdensome to bear and the 
entire investment is thus lost, as the 
title is still with the parties who sold 
the goods. Life insurance is the only 
answer and Mr. Loomis said that there 
is here an opportunity for sales of no 
small proportions. 
another phase of the investment market 
which can be profitably used by the 
life agent. This is the income factor, in 
view of present market conditions. At 
present market prices, most stocks are 
paying about 1 percent net and the 
maximum to be earned is about 2.5 
percent on the total investment. De- 
pending on appreciation and future pos- 
sibilities, the investing public is still 
keen to purchase such shares. There 
are many, however, who should safe- 


guard their estates by a more definite 


He also referred to’ 


THE 


REPORT HAS BEEN MADE 
ON POLICY LOAN PLAN 


WORK OF RESEARCH BUREAU 


Has Gotten Out an Extensive Document 
Following Its Investigation of 
Compulsory Practice 


The Life Insurance Sales Research 
Bureau has just published and sent to 
its member companies a complete report 
on the subject of policy loans. The re- 
port is based on extensive field investiga- 
tion while questionnaires supplied much 
of the factual material. 

The report is divided into two main 
parts, the first being a general discus- 
sion of the problem, the second a more 
detailed summary of company practices. 
The discussion in Part I is based on 
various ways and means of discouraging 
loans, of encouraging the repayment of 
loans, and the keeping of loan records. 
There are also 19 pages of exhibits which 
show graphically examples of company 
procedure. 


Summary of Company Practice 


Part II gives a summary of company 
practices according to size of company 
and methods used. Many details of 
policy loan practice are thoroughly an- 
alyzed, such as witnesses, notarial ac- 
knowledgment, lost policies, disposition 
of policy on which loan is requested, pay- 
ment of proceeds, and so forth. 

There are several angles from which 
policy loans may be considered. For 
example, loans may be looked on as an 
investment problem. Policy loans also 
give rise to a problem in departmental 
organization. The bureau, however, 
being chiefly concerned with the agency 
problem, has treated the subject from 
that point of view. The present report 
supersedes one published on the same 
subject in February, 1923, and thus gives 
an up-to-date expression of the present- 
day situation. 


F. J. Gagen 


F. J. Gagen, who has been associated 
with Courtenay Barber of the Equitable 
Life of New York in Chicago, will be- 
come assistant agency manager in the 
Hobbs agency of the Equitable in that 
city. After June 1 Mr. Gagen will have 
offices at 1736 State Bank building, Chi- 
cago. Mr. Gagen has made a very fine 
record with the Barber agency and his 
acquisition by the Hobbs agency will 
materialy strengthen that organization. 


American Central Inaugurates Course 


The American Central Life has inau- 
gurated an educational course for its 
field representatives. The course con- 
sists of 100 questions with answers vita! 
to an understanding of the company’s 
rules and rates, its policies and its sales 
plans. Field men who complete the 
course with a passing grade will be 
awarded a certificate of merit. 


and larger income and life insurance 
can do this. In the face of present con- 
ditions, the securities market, which 


is often regarded as an obstacle to good 
business, can be made a sales argument 


for life insurance. 
Toast to Fraser 
Nearly 200 were present at the dinner, 


including among the home office repre- 
sentatives: James Lee Loomis, presi- 
dent: Harold F. Larkin, vice-president; 
Jacob H. Greene and Harold N. Chan- 
dler, secretaries; Harold M. Holder- 
ness, superintendent of agencies; Dr. 
Charles D. Alton, medical referee. Mr. 
Fraser was eulogized by the several 
speakers and was presented with a 
moving picture camera’ by his agency 
members, to be used on his trip abroad 
and enable him to bring back a record 
of his activities while there. 
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DEPARTMENT FUNCTIONS 
IN TRAINING THEME 


SUBJECT VARIOUSLY COVERED 


Preparing Agents for Work Is Problem 
Studied on Second Day of Sales 
Research Bureau Meet 


KANSAS CITY, May 31.—The func- 
tion of the home office, the manager and 
the outside organization in training 
agents was the theme following through 
the second day’s program of the Life In- 
surance Sales Research Bureau in its 
third annual western spring conference 
held here last week. Following the dis- 
cussion of these three phases of training 
by life insurance executives and bureau 
men, the conclusion was reached that 
each has its part, depending to a large 
extent on the size of the company. 

H. E. Niles of the bureau, in a discus- 
sion of the possibilities of a national co- 
operative advertising campaign, brought 
the results of a special investigation be- 
gun last December, which is being sup- 
ported by 20 companies. The conclu- 
sion drawn by Mr. Niles is that the agent 
is the particular factor that must be 
changed most. The business needs a 
higher type of agent, and one who is bet- 
ter trained. 


Training Discussed 


The subject of training was intro- 
duced by John Marshall Holcombe, Jr., 
who spoke of the criticisms leveled at 
training schools and said he felt that 
much of the trouble with these plans of 
training has been that there was no fol- 
low-up. The home office and the:-man- 
ager have failed to capitalize on what 
the agent has learned. 

A. B. Olson of the Bankers Life of Ne- 
braska told of the home office training 
course the company is carrying on. The 
idea back of the plan, according to Mr. 
Olson, is that when you go out in the 
field and induce a man to come into the 
life insurance business, you have ac- 
cepted a definite responsibility. 

A. Thrash, vice-president of the 
Columbia Mutual, said that at present 
the company is devoting all its training 
to the training of managers, bringing 
them into the home office three times a 
year. C. A. Peterson, vice-president of 
the Mutual Trust Life, emphasized the 
responsibility of company executives in 
employing the right kind of sales psy- 
chology. When the company uses faulty 
sales psychology in conducting its busi- 
ness and in naming its policies the 
agent is bound to come to grief. 


Permanent Personnel Aim 


The purpose of training from the home 
office viewpoint is to secure a perma- 
nent personnel, alert and forward look- 
ing, and intent on customer satisfaction, 
according to Earl E. Smith, educational 
director of the Equitable Life of Iowa. 
Therefore the home office has a vital 
interest in training which it cannot dele- 
gate either to the general agent or the 
commercial school. 

According to Mr. Holcombe, not to 
train the manager is almost certainly to 
invite disaster to the educational and 
training course. He introduced Reed 
x. Hake, general agent of the Bankers 
Life in Kansas City, who referred to the 
managers’ responsibility. Mr. Hake said 
that when an agent fails, it is the man- 
ager rather than the agent who has failed. 

Mr. Kenagy of the bureau, in speaking 
of the place of the outside organization 
in training and the limitations of these 
organizations, said that the school can 
only aid in schooling and educating 
agents. Among the things that the out- 
side organization can accomplish in as- 
sisting the company is to perform a very 
useful function in selling life insurance 
as a career and in teaching some of the 
principles of salesmanship. However, 
it cannot present information about the 
individual company, teach men how to 
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BANKERS NATIONAL MEN: 
IN DIVISION MEETING 


EXECUTIVES ATTEND, 


SPEAK 


New Jersey and Colorado Companies 
Make Unusually Rapid Strides 
in New Territories 


Richard H. Lee, president of ‘the 
Bankers National Life of New Jersey; 
Ralph R. Lounsbury, executive vice- 
president of the company, and W. B. 
Chambers, president of the Bankers Na- 
tional Life of Colorado, sister company 
to the New Jersey company, were guests 
at the Chicago division meeting of the 
company on Monday of this week. The 
meeting terminated a two-week cam- 
paign in which from May 15 through 
May 26 the Chicago division wrote $322,- 
500 of ordinary business and $192,917 of 
business on the $1 a month basis. Those 
who addressed the meeting were: 

_ William H. McCallum, Chicago, divi- 
sion manager; Carl C. Knudsen, agency 
supervisor, Chicago district; F. F. Me- 
Ginnis, former president of the Agricul- 
tural Life; A. A. Tittel, general agent in 
charge of the Gary, Ind., district; Harry 
L. Arnold of the Chicago division, for- 
mer insurance commissioner of Indiana; 
Roger H. Long, agency supervisor of 
the Indianapolis district; Hugh Branson, 
agency supervisor of the Louisville dis- 
trict; W. W. and J. W. Roddick, who 
have charge of Chicago district No. 1; 
William E. Forde, general agent, Chi- 
cago district No. 2; O. D. Wynhoop, 
general agent, Terre Haute, Ind., dis- 
trict; Dr. A. L. Craig, division medical 
chief; President W. B. F. Chambers of 
the Bankers National of Colorado; Vice- 
President Ralph R. Lounsbury of the 


New Jersey company and Richard H. 
Lee, president. 
Immediately following Judge Lee’s 


address the executives and field men ad- 
journed for a luncheon session. 


Companies Progress Rapidly 


Both the New Jersey and the Colo- 
rado companies have made unusually 
rapid strides in production since their 
organization, and the Chicago division 
is making an especially fine showing. 
This district now includes Illinois and 
Indiana, and eventually will also include 
Ohio, Kentucky, Wisconsin and Michi- 
gan. The New Jersey company is en- 
tered in Ohio and Kentucky and applica- 
tions for entrance are pending in Wis- 
consin and Michigan. 

For the first quarter of this year the 
Denver company did 115 percent more 
business than in the first quarter of last 
year. The New Jersey company is mak- 
ing especially good progress in Florida, 
where it made for the first quarter of 
this year an increase of 200 percent over 
the first quarter of last. 


Globe Life Case Appealed 


An appeal has been filed with the Ne- 
braska Supreme Court by the Globe 
Life and the Woodmen of the World 
from the recent decision of the district 
court directing the former to return to 
the latter the $1,600,000 in bonds and 
cash of $133,000 taken, by direction of the 
sovereign camp, to finance the establish- 
ment of the old line legal reserve com- 
pany. The appeal is based on the con- 
tention that the evidence does not sus- 
tain the judgment of the court; that the 
officers, who are also appealing, were 
lawfully carrying out the direction of 
the sovereign camp when they did what 
they did; that the court erred in each 
and every one of its findings of fact. 
and that in fact and in law the fraternal 
was acting within its full powers and 
within the law. 





sell life insurance, or bring the instruc- 
tion down to the immediate problems ot 





the agent in his own territory. 
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W. M. IVEY SUGGESTS | 
NEW WRITING METHOD 











Discusses Non-Cancellable Health 
and Accident at Meeting of 
Federation 


CHANGES ARE NECESSARY 


Speaker Deplores Companies’ Practice 
of Working Alone on Rates, 
Rules and Forms 


Walter M. Ivey of Pittsburgh, district 
manager of the Monarch Accident and 
the Monarch Life, addressed the con- 
vention of the Pennsylvania Insurance 
Federation at New Castle, May 29 on 
current tendencies and future needs in 
the accident and health with 
particular reference to the non-cancel- 
form. The speaker deplored the 
practice of accident and health com- 
panies in operating alone in the matter 
of rates, rules and forms. In part he 
said: 

“Realizing that a great many insur- 
ance men are prejudiced on the subject 
of non-cancellable insurance, due largely 
no doubt to the fact that through many 
years of hard work they have built up 
substantial agencies on the cancellable 
form policy basis and naturally feel that 
any aggressive movement in favor of the 
non-cancellable is an assault upon their 
established business, let me say that I 
am in full sympathy. My purpose is not 
to try in any way to advance the in- 
terest of the non-cancellable business at 
the expense of any company or agent. 

“I have never heard anyone claim that 
the non-cancellable business is not de- 
sirable from a policyholder’s standpoint. 
It is usually agreed that the theory is 
ideal, but impractical from an under- 
writing standpoint. 


Life, Fire Policies Standard 


business, 


lable 


“If you have $100 to invest in life in- 
surance, it matters little what company 
you invest it in or what form of policy 
you buy for you will pay about the same 
everywhere and get about the same re- 
turn for your money. Fire insurance 
policies and liability policies of all de- 
scriptions are standardized. The poli- 
cies and the rates are practically uni- 
form. Due to the fact that the problem 
of rates has been such a big one, the 
companies have been compelled to pool 
their interests, forming rating bureaus 
for their common use so that it is no 
longer a matter of company competition 
that brings the business to any agency. 

“The health and accident companies 
to a great extent have tried to go it 
alone, each one bidding for the busi- 
ness by lowering the rates and restrict- 
ing the policy forms so that now if you 
have $100 to invest in health and acci- 
dent insurance you are offered a variety 
of policy forms and benefits in return 
tor same. It matters not what you may 
offer your prospect in the way of bene- 
fits, there is always a competitor who 
will offer larger figures for the premium 
paid. Notwithstanding this condition, I 
believe that practically all health and 
accident policies give the same in re- 
turn for the premium paid. But the 
trouble is they are put up in such a 
variety of forms that the agents them- 
Selves do not understand what they 
seailly cover, much less the unsuspecting 
yuyer, 


Non-Cancellable Not New 


. “Non-cancellable health and accident 
imsurance is not a new idea. Nearly all 


of the protection offered in the earlier 
Stages of the business was non-cancel- 
lable, and even that written today by 
nearly 


all of the companies doing a 








BEHA SEEKS FIGURES ON 
EFFECT OF LAW CHANGE 


ASKS COMPANIES FOR DATA 


Will Have Definite Information to 


Show Conference Which Will 
Be Held June 19 


NEW YORK, May 31.—More perti- 
nent information as to the effect of the 
proposed revision of section 97 of the 
New York insurance laws is being 
sought by Superintendent Beha. Last 
week he sent to all companies operating 
in the state blanks to be filled out and 
returned by June 15, showing the 1927 
financial statements of the companies as 
they would appear had section 97 been 
revised. This applies only to ordinagsy 
business. 

It is the intention of Mr. Beha to have 
definite statistics to present to those 
considering the proposed legislation, to 
show the exact effect of the changes 
now under consideration. Another con- 
ference is to be held between the com- 


mittee of actuaries, headed by Vice- 
President M. Albert Linton of the Prov- 
dent Mutual, and the committee of 
agents, headed by Julian S. Myrick, 


president of the National Association of 
Life Underwriters. The tentative date 
for this is June 19, and thus Mr. Beha 
will have the information in hand in 
ample time to present it to this confer- 
ence. An all day session was held last 
week by the two committees, meeting 
with Mr. Beha and Grady Hipp of the 
insurance department, and they were 
unable to come to an agreement on the 
merits of the proposed measure. 


weekly premium business is written on a 
non-cancellable form, notwithstanding 
the fact that the greater percentage of 
the policyholders would not be accept- 
able for any form of coverage written 
by commercial companies. 

“Since the companies began writing 
the so-called commercial risks for larger 
indemnities, they have sought to protect 
themselves against the fraudulent claim- 
ant by the use of a cancellation clause, 
and rightly so, for under their present 
system of operation it would be impos- 
sible for them to have existed without 
the cancellation clause, and it is this 
present system of operation upon which 
I wish to dwell. When it is properly 
adjusted and agents are no longer al- 
lowed to write up and deliver health 
and accident policies without any system 
of selection, the non-cancellable health 
and accident policy will cease to be 
such a queer object to many agents. I 
believe that the cancellable form policy 
serves a great need. To discontinue it 
entirely at this time would be to deprive 
many people of health and accident in- 
surance. 


Why Companies Cancel 


“You and I know that the companies 
do cancel on practically every occasion 
they have to relieve themselves of an 
unprofitable risk, whether it is unprof- 
itable on account of moral or physical 
hazard. If the moral hazard were the 
only one of consideration, then I would 
be for the cancellation privilege 100 per- 
cent, but unfortunately a greater per- 
centage of the cancellations are made on 
account of the physical risk and every 
time one is made it shakes the con- 
fidence of the public in our business. 

“The success of the non-cancellable 
business no doubt depends almost en- 
tirely on the selection of risks and the 
limits placed on the policies. I do not 
believe that any company will ever 
make a success writing non-cancellable 
policies for large amounts. So far as 
straight accident insurance is concerned, 
the non-cancellable feature is not of 
great importance, but it is heart-break- 
ing to the agent to have his company 
cancel one of his old policyholders on 
account of a physical impairment, espe- 














LIFE INSURAN VCE _EDITION 


| RELIANCE LIF E OBSERVES 
ITS 25TH ANNIVERSARY 


OVER 389 MILLION IN FORCE 


Vice-President Scott With Company 
Since Founding—Typed First 
Policy Issued 


PITTSBURGH, PA., May 31.—The 
25th anniversary of its founding is being 
observed by the Reliance Life of Pitts- 
burgh. It was organized by Pittsburgh 
business men largely through the efforts 
of the late Judge James H. Reed, who 
was president until his death a year ago. 
The company began business in May, 
1903, in four offices in the Farmers Bank 
building. Today the home office occupies 
more than four floors in the square 
building, and 36 branch offices are main- 
tained to handle business written in 38 
states by more than 800 agents. 

From the initial capital and surplus 
of $2,000,000, the assets of the Reliance 
Life have grown to more than $50,000,- 
000 in 25 years. It has placed in force 
more than $389,000,000 life insurance, 





HERMAN G. SCOTT 
Vice-President, Reliance Life 


insurance, and 
health insur- 


$150,000,000 accident 
$365,000 weekly indemnity 
ance 

Snodgrass Original Officer 


Three officers of the company were 
employed when business was begun in 
1903. They are Herman G. Scott, vice- 
president and secretary; William J. Snod- 
grass, assistant treasurer; and J. N. Jami- 
son, actuary and assistant secretary. Mr. 
Snodgrass is the only original officer, 
having held the same position for 25 
years. Messrs. Scott and Jamison began 
as clerks, the former having typed the 
first policy. 

Other officers are: President, A. E. 
Braun; vice-president and treasurer, G. 
C. Moore; vice-presidents, E. G. McCor- 
mack, Dr. O. M. Eakins and L. P. Greg- 
ory; assistant secretaries, T. J. McKenna 


and J. H. Layton; assistant treasurer, 
W. F. Aull; assistant actuaries, Millard 
Keys and Carl R. Ashman; associate 
medical directors, Dr. W. W. Hobson 
and Dr. Albert A. Wagner; superintend- 
ents of agencies, Angus Allmond and 
W. L. Wilhoite; inspector of agencies, 


w. L. 


Baldwin. 


cially when only a small claim has been 
paid and where the policyholder has 
paid several years’ premiums into the 
company. 

New Procedure Suggested 


“T have asked a number of health and 
accident men how long in their opinion 
it takes for a morally bad risk to show 

(CONTINUED ON PAGE 20) 


LIFE COUNSEL ACT ON 
UNIFORM CLAIM BLANK 


Committee of Five Named by 


President for Purpose of Draft- 
ing New Form 


MID-YEAR SESSION HELD 


Largest Spring Gathering at White Sul- 
phur Springs Has Live Two- 
Day Meeting 
WHITE SULPHUR SPRINGS, W. 
VA., May 31.- 
of the 
Counsel, 


At the mid-year meeting 
Life Insurance 
held here last week, action was 
towards effecting uniformity in 
death blanks, the president, at 
the request of the committee 
and with the approval of the association, 
naming a committee of five to draw up 
a uniform blank for this purpose. The 
attention of the life counsel had been 
directed to this by those in the field, 
one agent pointing to the long effort 
required in filling out and completing 
the many varied forms now in use. The 
committee named consisted of: Wil- 
liam BroSmith, Travelers, chairman; H. 


Association of 


taken 
claim 
executive 


B. Arnold, Midland Mutual; Andrew 
D. Christian, Atlantic Life; Louis H. 
Cook, New York Life; LeRoy A. Lin- 


coln, Metropolitan Life. 


Discussed Annuities 


This was the largest gathering the 
association has enjoyed for the mid- 
year sessions and several important pa- 
pers were read, the one attracting the 
greatest interest being John M. Avery’s 
discussion of annuities. A long discus- 
sion followed his paper, bringing out 
many important legal phases in con- 
nection with annuities and pointing par- 
ticularly to some of the newer prob- 
lems. Other papers were: “Some Fea- 
tures of Quebec Life Insurance Law,” 
by J. Armitage Ewing, Sun Life of 
Canada; “Group Insurance,” by Arnold 
Hobbs, Northwestern National. 

Four new members were elected: Ben- 
jamin R. C. Low, general counsel of the 
Home Life of New York; Emory M. 
Nourse, assistant counsel of the Bank- 
ers Life of Des Moines; Charles H. 
Ruttle, assistant general attorney of the 
Continental Assurance of Chicago; and 
Julius C. Smith, counsel of the Jeffer- 
son Standard Life. Memorials were 
adopted to the three members who died 
during the year, all three having been 
very active in the affairs of the associa- 
tion. These were: Thomas W. Black- 
burn, former general counsel of the 
American Life Convention; William S. 
Ayres, Bankers Life, and Harry H. 
Orr, Western Reserve Life. 


Golf Tournament Winners 


afternoons of both days were 
given over to golf and awards were 
made in the tournaments. On Friday, 
Francis V. Keesling of the West Coast 
Life was winner in the blind bogey. 
The prize for low gross went to Claude 
H. Voorhees of the Connecticut Gen- 
eral Life. In the Saturday tournament, 
the medal play handicap was won by 
William McKinley of the Old Colony 
Life. Low gross was won by Robert 
Dechert of the Penn Mutual and high 
gross by Paul Price of the Old Colony, 
who turned in a high of 198. During 
the first business session, an event took 
place which demonstrated that even law- 
yers are touched by human interest 
stories. Herbert C. Grover of the Na- 
tional Reporting Company of New York, 
who was taking the records of the 
meeting, was notified of the birth of 
his first child and the life counsel at 
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Picked Men 


are invariably called upon when it is neces- 
sary to protect some person or point of great 
importance. The protection of American 
homes and American business interests is of 
supreme moment. 


High Ideals 


applied to the selection of life insurance com- 
pany representatives assure the speedy elim- 
ination of the unfit, thus inspiring universal 
public confidence. 


American Central Men 


are picked with consideration for fundamen- 
tal requisites — honesty, ability, financial 
worth, reputation, past record, loyalty, and 
initiative. Only the highest type of man is 
selected to do this Company’s part in pro- 
tecting American homes and American busi- 
ness interests. 


























aoe voted an appropriate token for 
im. 

It was announced that special plans 
are being made for the annual meeting, 
which will be held the same week as 
that of the Life Presidents’ Association 
on the two preceding days, for this will 
be the 15th anniversary of the organ- 
ization. Appropriate celebration will be 
made. 


Barker Discusses Administrative Law 


“Administrative Law and the Insur- 
ance Commissioner” was discussed by 
John Barker, vice-president and gen- 
eral counsel of the Berkshire Life. Un- 
der the continental system anyone ag- 
grieved by an official ruling must ap- 
ply to a special administrative court, 
while our system, in many circum- 
stances, allows an appeal to a court of 
law. 

Mr. Barker feels that the final deter- 
mination of important legal questions 
should be made by courts of law. He 
said it expedites business, however, to 
have practices approved by insurance 
commissioners. “The vast majorities 
of their rulings,” he said, “are usually 
based upon careful study and _ broad 
technical and practical knowledge.” 

“The summary of court decisions fn- 
dicates that courts have allowed com- 
missioners a wide discretion where is- 
sues of fact or of general policy have 
been referred to them by the legislature 
for determination; also, where technical 
questions of insurance practice are in- 
volved, the courts are inclined to leave 
the matter to the commissioner. Where 
the question is one of interpreting or 
applying the law, the courts are more 
ready to consider and determine the 
question regardless of the attitude taken 
by the commissioner.” 

Mr. Barker said that the legislatures 
could assist in the development of ad- 
ministrative law, by setting forth ex- 
plicitly the limits from which the power 
of the commissioner shall operate. He 
also made some suggestions to that 
effect. 

Legality of Rebating 


Lewis A. Stebbins of Chicago gave 
a paper on “Does a Rebate Render the 
Policy Void?” Mr. Stebbins said that 
there were two prevailing types of anti- 
discrimination and rebate statutes. The 
prevailing type is where prohibition and 
penalty run against the company only, 
this is called a “one-way statute.” The 
second type of statute is where prohibi- 
tion and penalty run not only against 
the company and its agents but also 
the insured. This is generally called 
a “two-way statute.” 

“It seems reasonably obvious that 
more persuasive reasons can be given 
in support of the contention that a re- 
bate avoids the policy under a two-way 
statute than in the case of a one-way 
statute. In the case of a one-way stat- 
ute, the insured has violated no law. 
In the case of a two-way statute, how- 
ever, both the company or its agent and 
the insured have violated the law.” 

Mr. Stebbins then outlined the various 
cases dealing with the principles in- 
volved. 


Reliance Investments Listed 


The annual statement of the Reliance 
Life of Pittsburgh for 1927 shows that 
the company has 75.1 percent of its as- 
sets invested in bonds, 19.7 percent in 
policy loans and 5.2 percent in mort- 
gages. Of the bonds, 56.7 percent are 
railroad bonds, 16.3 percent public util- 
ity bonds, 14.6 percent government 
bonds, 9.3 percent industrial bonds and 
3.1 percent municipal, state and county 
bonds. As of Dec. 31, 1927, the com- 
pany’s total assets were $48,073,578. 

The company’s 1927 asset item shows 
a gain of $26,321,663 over 1922. For 
the same period the gain in life insur- 
ance in force was $148,812,228, the acci- 
dent gain totaled $66,118,045 and the 
health insurance gain was $111,177. In 
1905 the company had $7,201,940 of in- 
surance in force, $196,272,085 in 1920 
and $380,582,793 in 1927, 








V. L. THOMPSON MAD 
OFFICER OF HOME LIFE 


IS ELECTED VICE-PRESIDENT 


Publicity Director Is Rewarded for His 
Work with Associated Southern 
Companies 


LITTLE ROCK, May 31.—Election 
of V. L. Thompson as vice-president 
of the Home Life of this city and of 
L. H. Collins of Little Rock, and W. V. 
Howland of New Orleans, as _ vice- 
presidents of the Home Accident is an- 
nounced by A. B. Banks, president of 
the associated Home insurance com- 
panies. All present officers were re- 
elected to their respective offices except 
that Charles T. Evans, vice-president of 
the Home Life, was elected vice-president 
of the Home Fire, resigning his official 
connection with the Home Life. 

Mr. Thompson has been, for the past 
four years, advertising manager for the 
associated Home companies and Mr. 
Banks said that his promotion to of- 
ficial rank came as a recognition of his 
development for the Home companies 
of what is probably the most unique 
and effective publicity department 
among southern insurance companies. 
Mr. Thompson will retain his position 
as publicity officer of the associated 
companies and will devote much of his 
time to the agency and sales depart- 
ments of the Home Life. 

Mr. Collins was formerly assistant 
secretary of the Home Accident in 
charge of the company’s bond and 
surety department. He has been largely 
responsible, Mr. Banks said, for the ex- 
ceptional development of the bond and 
surety business of the Home Accident 
and his promotion is recognition of that 
achievement and of his growing re- 
sponsibilities with the organization. 

Mr. Howland is manager of W. V. 
Howland & Co., New Orleans, which 
operates as a principal branch office of 
the Home Accident. He has been as- 
sociated with the Home companies in a 
production capacity for many years. 

Mr. Evan.” resignation as vice-presi- 
dent of the ilome Life to accept a vice- 
presidency of the Home Fire was oc- 
casioned, Mr. Banks said, by his as- 
signment as production manager for the 
Home Fire. While Mr. Evans will re- 
tain his present position as public rela- 
tions manager for the associated com- 
panies, he will devote a greater portion 
of his time to the production department 
of the Home Fire, in which connection 
he has demonstrated exceptional ability 
during his two years with the Home or- 
ganization. 


NO CHANGE IN TAGGART’S 
STAND ON EXAMINATIONS 


PHILADELPHIA, May 31,—Al- 
though Commissioner Taggart receded 
from his position of temporarily with- 
holding action on application of out- 
side companies for admission to the 
state before sailing for France, he did 
not change his stand on the matter of 
examination of agents and_ brokers 
seeking to add new companies to theif 
offices. 

Charles H. Graff, first deputy com- 
missioner, Guestioned about this sub- 
ject, declared: 

“The commissioner has not made any 
intimation that he contemplated chang- 
ing the present agents’ and brokers’ ex- 
amination plan.” 

Local insurance men are happy that 
Colonel Taggart admitted the New Jer- 
sey, New York and Texas companies. 
Massachusetts, however, is still holding 
up applications of Pennsylvania com- 
panies seeking admission to that state. 
Just why the Pennsylvania department 
has refused to approve the application 
of the Massachusetts Casualty is not 
known. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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Only 33% Term 


In 1927 Nylic Agents placed over $927,- 
000,000 of New Insurance, distributed by 
policies as follows: 







































Whole, and Limited Number Amount 
Payment, Life . 255,226 $791,308,900 
Endowments 5 % 48,182 104,881,500 
Term. . 4,907 31,277,600 
Total .. 308,315 $927,468,000 


















gq Most underwriters agree that, in general, 
life and endowment policies are best for 






of the Total 


policy-holders. 


q Nylic rules and training strengthen Nylic 
Agents for meeting 

Consequently they do not use Term In- 

surance as an easy answer to “I can’t af- 


ford it.” 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 


NEW YORK LIFE INSURANCE COMPANY 


and happy?” 


DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 





Term Insurance was only about 31% 











Tu 


“sales resistance.” 
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LEGAL ASPECTS OF GROUP INSURANCE | 
DISCUSSED BY PROMINENT COUNSEL | 















DISCUSSION of some of the re- 

cent decisions on group insurance 

was given by Arnold Hobbs, gen- 
eral counsel of the Northwestern Na- 
tional Life, at the meeting of the Asso- 
ciation of Life Counsel at White Sulphur 
Springs, W. Va. Mr. Hobbs pointed out 
that the group insurance contract pre- 
sents certain legal problems which are 
peculiar to this kind of coverage. 

“The decisions which are of the great- 
est interest to carriers of group life in- 
surance relate to the question of agency. 
It was to be expected that in cases 
where the employer in dealing with the 
employes made unauthorized promises or 
gave out unauthorized interpretations of 
the insurance contract, a determined 
effort would be made to charge re sponsi- 
bility therefor upon the insurer,” said 
Mr. Hobbs. He told of a case where 
an employe was insured under a group 
policy, 
inated (Duval vs. Metropolitan Life, 82 
N. H. 543, 136 All. 400, 50 A. L. R. 
1276, 68 Ins. L. J. 789). Six days later 
he died by drowning. The beneficiary 
claimed a waiver of the termination of 
employment based on an alleged promise 
to reinstate the insured employe made 
by the superintendent of the employer 
on the day of the former’s death. There 
was no express authority given by the 
insurance company to the employer to 
act for it in making such a statement. 
The plaintiff claimed, however, implied 
authority based upon certain provisions 
of the contract. 


Rules for Employer 


The plaintiff claimed that since the 
policy contained a provision that it did 
not become effective until 75 percent of 
the employes were covered, that this 
made the employer the agent of the 
company. The court disposed of this 
argument with the statement that the 
employer was interested in getting in- 
surance from, not for, the insurance 
company. 

Although the policy provided that new 
employes should make written applica- 
tion, and that the employer should for- 
ward a list of such applications to the 
company, the court was of the opinion 
that although this might make the em- 
ployer the agent of the company for the 








EQUITABLE COMMENTS 
ON DOUBLE INDEMNITY 


The Equitable Life of New York in- 
troduced its double indemnity accident 
clause 11 years ago. Since that time 
over $10,000,000 in death claims have 
been paid to policyholders carrying this 
feature. This was $5,056,462 over and 
above the amount that would have been 
payable if death had been due to natural 
causes. The Equitable says: 

Within the past 16 months 420 double 
indemnity accident death claims have 
been paid by the Equitable. More than 
half of these were policies that had been 
in force for less than five years. It will 
be observed from the following classifi- 
cation of causes that automobile fatali- 
ties involved 172 lives, or over 40 percent 
of the total. By reason of the double 
indemnity feature a total of $1,320,000 
was paid under these 420 claims. 

Double indemnity claims paid during 
the past 16 months, cause of death and 
duration of insurance: 


3- 6- 
Ist 2nd 5th 1ith 
Cause of Death se se se Fe. Tot. 
Auto Accidents 


and his employment was term- | 


purpose of receiving applications, it did 
not make the employer an agent for any 
other purpose. 


Master Policy Questioned 


The same contention was made in re- 
gard to the act of the employer in col- 
lecting and forwarding premiums. It 
was pointed out by the court that the 
insurer has no concern with whether the 





ARNOLD HOBBS 
General Counsel Northwestern 
National Life 





employer collects anything from the em- 
ploye or not, looking solely to the em- 
ployer for payment. 

The plaintiff also contended that be- 
cause the certificates issued to employes 
were in brief form and referred to the 
master policy, that the employer was 
made the insurer’s agent to give in- 
formation, as the notice of claim and 
proof of loss were contained in the mas- 
ter policy. The court held that the 
employer holds the master policy not for 
but against the insurer. The court said: 

“The insurance was something the 

— ONTINUED ON PAGE = 


SLIGHT REDUCTION IN 
INSURANCE COMPANY TAX 








WASHINGTON, May 31.—A cut of 


Y% of 1 percent in the income tax rate 
on insurance cqmpanies is provided for 
in the revenue reduction bill as finally 
agreed upon by the conferees of the 
House and Senate. The bill carries a 
rate of 12 percent for all corporations, 
and an increase in the corporation ex- 
emption from $2,000 to $3,000. The 
House measure provided for a rate of 
11/4 percent on corporations, including 
insurance, but the Senate bill put the 
rate at 12% percent, the 12 percent rate 
being a compromise. The present rate 
on corporations other than insurance i$ 
13% percent. 

The conferees also accepted the Sen- 
ate amendments providing that in the 
case of insurance companies other than 
life the gain or loss from the sale or 
other disposition of property should be 
reflected in gross income. 

Revision of the surtaxes on individ- 
ual income between $20,000 and $70,- 
000, sought by the Senate, was elimi- 
nated, but the maximum for earned in- 
come was increased from $20,000 to 
$30,000. The conferees also eliminated 
the provision for publicity of tax re- 
turns, and graduated rates for small 
corporations. 





The mother of A. W. Brown, manager 
of the Mutual Life of New York office in 
Davenport, Ia., died at her home in St 











(Occupants) .. 20 28 55 48 151 
Auto Accidents 

(Pedestrians). 6 5 5 5 2 
Railroad Acci... 2 5 9 6 22 
Vehicular ...... as 1 1 5 7 
Electrical Shock 1 1 4 2 6 
Drowning ...... 4 6 15 8 33 
Asphyxiation ... 3 2 6 1 12 
Poisoning ...... 2 1 1 1 5 
Industrial ...... 4 4 2 9 19 
Homicide ....... 8 4 9 7 28 
Burns énaccengwe 3 es 6 1 10 

Gunshot .. 3 3 10 4 20 
Miscel. Accidents 10 6 18 25 59 
Miscel. Causes. 1 6 7 11 25 

ee 67 72 #148 133 420 


Paul last week at the age of 90. 
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AMERICAN NATIONA 
MANAGERS’ MEETINGS 











CONFERENCES BEING HELD 





Company Will Hold Regional Gather- 
ings to Bring Home Office and 
Field Supervisors Together 





The first conference of ordinary man- 
agers of the American National of Gal- 
veston was held in Kansas City, Mo., on 
recently. The home office officials 
attending were: Vice-Presidents F. B. 
Margle and Shearn Moody. Agency de- 
partment representatives were Wiil H. 
Ford, manager, and Wilfred S. McLeod, 
assistant manager. The group depart- 
ment was represented by Manager H. 
Gale Rogers and Assistant Manager 
Charles F. Streibich. The medical de- 
partment was represented, by Dr. T. W. 
Grice, and the field force at large was 
represented by Supervisor of Agents 
Frank Means. 

The managers in attendance were: 
W. E. Landau, Colorado; J. J. McDon- 
ald, Michigan; W. F. Monning, Texas; 
W. Rogers Primm, Missouri; J. S. 
Baima, Chicago; H. E. Mendenhall, 
lowa; T. J. Lucado, Oklahoma; A. S. 
Bullock, Arkansas; C. S. Bailey, Texas; 
L. M. Ewan, Kansas; M. R. Ellinger, 
Kansas City, Mo. 

The meetings were conducted as 
“round table” discussions. Constructive 
criticism was invited from the managers 
and ways and means discussed for im- 
proving conservation methods, as well as 
more intensive methods of territorial de- 
velopment. Much valuable information 
was obtained and a better understanding 
established between the home office and 
branch managers. 

The new juvenile policies were re- 
leased at this conference and received 
an enthusiastic welcome. <A _ splendid 
increase in new business is looked for 
from this new line of policies. New low 
endowment rates were also announced, 
which will bring the company’s rates 
well in ine with those of other com- 
panies. 

These conferences will be held from 
time to time at various points for general 
discussion and home office instructions. 
The second conference will be held, for 
southern and southeastern managers, in 
Birmingham, Ala., June 15-16. 


Canadian Life Agency Officers 

The annual meeting of the Canadian 
Association of Life Agency Officers was 
held at Niagara Falls, Ont. J. Tower 
Boyd, general manager of agencies of the 
Confederation Life, chairman of the as- 
sociation for the past year, presided. 
About 40 representatives of companies 
cperating in Canada were present, and, 
in accordance with the usual practice. 
informal discussions of agency manage- 
ment and practice took up most of the 
time. 


Ruling on Benefit Societies 


The attorney general of Wisconsin has 
ruled in the case of benefit societies 
which operate in the state that such so- 
cieties cannot have more than 500 mem- 
bers or pay more than $300 in one death 
benefit without coming under the super- 
vision of the state insurance department 
and maintaining classifications and ade- 
quate surplus. 

The opinion was given at the request 
of the Richland Benevolent Society of 
Richland Center, Wis., which has 2,100 
members and pays $2,100 in a death bene- 
fit. Many death benefit societies in the 
State are believed to be affected by the 
ruling. 


Western & Southern Life 


The Western & Southern Life is now 
Writing four new infantile graded death 
benefit ordinary policies which include 
Waiver of premiums in event of prior 
death of original beneficiary. The 
original beneficiary may be further pro- 
tected by total and permanent disability 
Provisions. No examination is required 
of the insured or original beneficiary. 
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From an Agents stand- 

= gt point a good financial 
= statement is an excel- 
lent guide to the profit- 
ableness of representa- 
tion—look this one over. 



































TWENTY-EIGHTH ANNUAL FINANCIAL STATEMENT 
YEAR ENDING—DECEMBER 31, 1927 
ASSETS LIABILITIES 
Bonds and _ Stocks Legal Reserve, Life 
Owned .....ccccee. $ 9,831,749,82 Insurance Policies. .$10,973,342.00 
Principally Govern- American Experience 
ment, State, County, 3%%, Standard and 
and Municipal Bonds : ~_~— ne 
Real Estate Loans egal Reserve, Dis- 
: ; ability Policies .... 202,030.37 
yk ae 1« TES Contingent Reserve.. 2,888,754.55 
or less of property Reserve for Epi- 
value demics ........+. -- 1,000,000.00 
Cash in Banks and Gross Premiums Paid 
EE anntontucees 896,361.55 in Advance ....... 387,914.83 
($725,381.47 at interest) Taxes Accrued, but 
Real Estate Owned.. 834,606.46 mot Due ..cccccess 331,905.36 
Mainly Home Office Due to Agents on 
Building Bonds, Deposits, etc. 403,013.07 
Loans on Bonds and Mainly a Savings Fund 
SENT ceadunaeseuss 114,625.00 Policy Claims in 
: D Process of Payment 
Net Unpaid and = 57 75 and Adjustment eee 179,882.35 
ferred Premiums .. 457,975.03 All Other Items...... 41,770.42 
Policy Loans ........ 283,626.19 Liabilities Other Than 
Interest Accrued and Capital and Surplus 16,408,612.95 
WEEE Sasnevcatecs 262,555.75 Capital and Surplus.. 3,869,860.33 
Total Assets ...... $20,278,473.28 Total Liabilities ..$20,278,473.28 
Total Claims Paid 28 Years Ending December 31, 1927...... $ 57,976,110.40 
Total Life Insurance in force December 31, 1927....6+.+++++ 235,583,186.00 
COLORADO—-——-ILLINOIS INDIANA IOWA KANSAS—————KENTUCK Y—---— MICHIGAN —---—-MINNESOTA 











| | 
< ‘INDEPENDENCE FOR DEPENDENTS’’ - 
z =) 
: Request details for our remunerative contracts for x 
S AGENCY MANAGERS FOR ILLINOIS — MICHIGAN — OHIO 

, You will benefit by our special attention now to these States ™ 
n wo 
z > 
= SECURITY LIFE INSURANCE COMPANY OF AMERICA =; 
] Oo. W. JOHNSON, President 134 North La Salle Street, Chicago S. W. GOSS, Vice-President 
OHIO————-OREGON —_——- PENNSYLVANIA————TENNESSEE———VIRGINIA—W ASH INGTON ——-WEST_ VIRGINIA 








George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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AMERICAN CENTRAL LIFE 
HOME OFFICE CELEBRATES 





HONOR PRESIDENT WOOLLEN 





Chief Executive of Indianapolis Com- 
pany Has Just Returned from 
Three Months’ Foreign Tour 





Members of the ¢home office force of 
the American Central Life of Indian- 
apolis enjoyed their seventh annual out- 
ing last week. The office was closed for 
the entire day, business being forsaken 
for golf, baseball, dancing, bowling, cards 
and a delectable chicken dinner. 

President Herbert M. Woollen, who 
just returned from a three months’ tour 
embracing Egypt, Italy and France, was 
a welcome guest at the outing. A few 
days before American Central field men 
showered the home office with a large 
volume of applications written in cele- 
bration of Mr. Woollen’s arrival and 
as a friendly welcome to their chief ex- 
ecutive. 


Tt is said of a voluble speaker that 
he has such an easy flow of language 
that he never hesitates to think. 





THE NATIONAL UNDERWRITER 














3] 





AS SEEN FROM NEW YORK 





WHAT A PRESIDENT DOES 


Julian S. Myrick, New York general 
agent for the Mutual Life of New York 
and president of the National Associa- 
tion of Life Underwriters, has not 
adopted the plan of some of his prede- 
cessors in that latter office of touring 
the country on a speaking schedule, but 
he is none the less busy and those who 
watch his comings and goings often 
wonder how he manages to continue 
the operation of his agency ‘business. 
That latter he does with some success, 
however, for this year’s business in his 
agency has passed all records, one 
month reaching the huge total of nearly 
$5,500,000 in paid business. But Mr. 
Myrick has found the press of duties 
in the post of association president so 
severe that it has been a difficult task 
to handle the agency duties. Partly be- 
cause an association president resident 
in New York has duties thrust upon 
him which would not be encountered 
otherwise, and partly because he is a 


most conscientious and energetic in- 
dividual, few days have passed with- 
out some function which called him 


By C. C, NASH, JR 








from his office. Just as an example, he 
returned last week from a week spent 
in Washington, D. C., where he at- 
tended the annual meeting of the United 
States Chamber of Commerce, only to 
find a schedule which precluded many 
hours’ attention to agency duties. On 
Monday he attended and presided as 
chairman at an important conference 
of life underwriters and trust officers, 
the outcome of which was the adoption 
of a code of ethics to guide future prac- 
tices. On Wednesday, the entire day 
was spent in conference with Superin- 
tendent Beha and a committee of ac- 
tuaries, seeking to find harmony in the 
proposed legislative revision of the fa- 
mous section 97. On Friday, he had to 
journey to Schenectady, N. Y., to pre- 
side over the state sales congress. In 
the interim, Mr. Myrick is in confer- 
ence with association workers in work- 
ing out plans for the national conven- 
tion soon to be held in Detroit. He has 
a thousand and one details to follow 
through of association activities. And 
he has a score of outside interests to 
(CONTINUED ON PAGE 20) 





Home Office Help— 
Oh! Where do the profits go? 








Office. 





Some field men, and some general agencies, are more 
prosperous than others that appear to be equal to them 
in every respect. Such equality is, of course, only super- 
ficial, but the keenest analysis may be required to expose 
and discriminate between the success factors and the 
failure factors responsible for the difference. 


Henry Abels, Vice President of The Franklin, has 
given years to the analytical study of agency profits. He 
has caused very special records to be kept at the Home 
These records, covering many innovations in 
agency cost accounting, disclose not only the presence 
of leaks, but also their exact whereabouts, their source 
and nature, and the best way to stop them. 


In many cases Mr. Abels has turned impending fail- 
ure into success by the discovery and application of 
facts. His facts have given a personal help that unsup- 
ported theory or opinion could not have given. Assist- 
ance of this kind is his “Home Office Help” specialty. 


The Franklin Life Insurance Company 


Springfield, Illinois 
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LINCOLN NATIONAL MEN 
HONORED ARTHUR F. HALL 





HAVE BIRTHDAY CELEBRATION 





Effort Made by Agents in 
Month Set Aside for 
Him 


Special 





The Lincoln National Life celebrates 
“Hall Month” in honor of President 
Arthur Fletcher Hall, one of the big 
presidents of the country. The company 
has grown from a small beginning to 
its present handsome proportions in 23 
years. There are some men still with 
the company that started with it. Mr 
Hall went abroad some weeks ago and 
returned for the celebration of “Hall 
Month.” When he set foot on American 
soil some special greeters welcomed him 
at the dock. When he arrived in Fort 
Wayne, he was met at the train by an- 
other delegation. When he appeared in 
his office he was overwhelmed with rose 
cards congratulating him on his birth- 
day anniversary. Stacks of telegrams 
were piled on his table. There were let- 
ters from friends all over the country 
A special effort was made this year to 
let Mr. Hall know that the people in 
his company were with him all the time 


NEW MANAGERS APPOINTED 





International Life Has Announced the 
Names of Men It Has Selected 
for Important Posts 





Bruce E. Gilbert has been appointed 
district manager of the International 
Life for Coles, Douglas and Edgar 
counties in Illinois. He will make his 
headquarters in Springfield. He has 
been an agent and assistant superin- 
tendent of the Prudential for over 14 
years. He was formerly connected with 
the Terre Haute “Star.” 

Samuel E,. Fink has been appointed 
general agent of the International Life 
at Tampa, Fla. He has been with the 
Victory National of that city and has 
been a leading producer. He was for- 
merly with the Mutual Life of New 
York, serving for more than eight years 

Howard J. McCauley has been ap- 
pointed district manager of the Inter- 
national Life at Massillon, O. He is 26 
years of age. He graduated at the Kent 
State Normal School and went with the 
McCauley Insurance Agency at Mi- 
nerva, O. He then became an agent for 
the Mutual Life and was transferred to 
Massillon where he made a record as 2 
personal producer. 


Col. Knox Goes Abroad 


Col. Thomas M. Knox, veteran Chi- 
cago agent of the Lincoln National Life 
is going to visit Europe. Colonel Knox 
was born in Ireland 70 years ago, but 
his years have apparently slowed down 
neither his energy nor his efficiency. I0 
his long career he has been a banker. 
an Armour executive, a vice-president 
of an insurance company, and for many 
years a Lincoln National leader. 


Western & Southern News 


Vice-president C. F. Williams of the 
Western & Southern Life, on a tour of 
inspection in the field, attended a con- 
vention of the company’s Chicago repre- 
sentatives Friday evening. All agents 
from Division E under Superintendent o 
Agencies J. N. Reinhard, were invited t© 
the convention to hear an important 
message from Vice-president Williams. 

After June 4 the Western & South- 
ern district office known as _ Detroit- 
Hamtramck will be merged with the 
company’s four other offices in Detroit 
The Batesville, Ind., office of the West 
ern & Southern has been transferred t¢ 
Shelbyville, from where the former tow" 
will be worked. 

President W. J. Williams is back * 





his desk after an illness at home. 
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CTUARIES INSTITUTE 
ANNOUNCES SPEAKERS 


MANY DISCUSSION SUBJECTS 





Program Ready for Spring Meeting 
Scheduled for June 7-8 at 
Iowa City 


DES MOINES, May 31.—The pro- 


gram for the American Institute of 
Actuaries spring meeting, to be held 
here June 7-8, has been announced. W 
G. Bowerman, New York Life, will 
speak on “Withdrawal Rates and In- 
fluences Affecting Them.” J. F. Reilly, 


lowa City, Ia., will speak on “Oscula- 
tory Interpolation Upon the Underlying 
Function,” and also on “Central Differ- 
ence Interpolation Formulas with Un- 
equal Intervals.” Dr. Marion Souchon 
and S. E. Allison, Pan-American Life, 
will speak on “Tropical and Semi-Trop- 
ical Mortality as It Relates to Central 
America and Certain Countries of South 
America.” “Some Practical Problems 


in Connection with the Selection of 
Risks” will be discussed by Arthur 
Hunter of the New York Life. A num- 


ber of different subjects will be dwelt 
upon in the informal discussions. The 
list follows: 

Practice in the Selection 

A Life insurance 

1 Organization of selection or 
writing committee. 

2. What are the duties and routine of 
such committees—by members jointly 
or separately? Upon what grounds and 
to whom can appeal be made from com- 


of Risks 


under- 


mittee decision? 
3 What are the usual examination 
requirements and precautions taken to 


guard against (a) over-insurance, (b) 
“grooming” of the risk? 

4. What limitations, if any, are placed 
on non-medical business. 


5. Brokerage business. 


(a) Consideration of risks not ac- 
cepted by broker's own company. 

(b) Limit of risk accepted from 
brokers. 

(c) Non-medical business from 
brokers. 

6 Inspection of risk—on what 
amounts required? Are cases issued 
subject to satisfactory inspection report 


and release by wire? 
7. When large policies are made pay- 
able to corporations, what inquiries 
should be made regarding the corpora- 
tion? 

B. Disability 
surance. 

1. What precautions are taken to de- 


benefits with life in- 


termine how much monthly income dis- 
ability benefit is already carried? 

2. What limit is issued and what re- 
tained? 

3. Should disability income be pro- 
rated on the basis of earnings at dis- 
ability? 

4. What is the usual ratio of dis- 
ability to earned income which is al- 


lowed? 

5 Is it desirable to have a minimum, 
such as $5,000, on which disability bene- 
fits are granted? 

Practice in Insurance on Minors 

1 Under regular policy forms, par- 

ticularly from the legal and underwrit- 


ing angles. 
> 4 Under special juvenile policy forms, 
Commission Adjustments 
What adjustment, if any, is made in 


the commission in the following cases: 
} Insurance issued at the older ages. 
2 Business written in another 
agent's territory. 
3. Business written on 
another agent. 
Conversion of term 
a. As of original date. 
» As of attained age. 
5. Extra premium. 
6 Personal insurance of a 


policyholder of 


policies: 


new agent. 


Reinstatements. 
_ 8. Special benefits attached after 
issue 
: Changes to a lower priced plan 
with new insurance issued. 
10. Where an old policy is sur- 
rendered and new insurance issued. 


Making Benefits Retroactive 
l. If a new disability clause is 
adopted by the company liberalizing the 
benefits, under what conditions may it 
be attached to old policies: 
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LIFE INSURANCE SERVICE GREATLY 
EXTENDED WITHIN LAST FEW YEARS 


By STEWART ANDERSON 


Manager of Bureau 


[Following is part of an address on 
“Every Day Underwriting” given by Mr 
Anderson at the recent Baltimore Sales 
Congress. ] 

AKE a glance at this thing we 
“Toa life insurance, the every day 
work of the American life under- 


writer. In order that we may set a mark 
for measuring progress in this respect 
you will recall that a few years ago 
American life insurance service consisted 
of selling only lump sum policies and 
nothing more. 

Let’s contrast that with what vou are 
now selling and what you are doing for 
the family. 

First, there is the clean-up policy in 
which the emergency allowance is made 
so that if a man dies there shall come 
to his widow a sufficient sum to clean up 
their current household indebtedness, his 
personal notes, funeral expenses and then 
leave something over for her to 
start on, to put into a savings bank 
against emergencies or sickness. 

Next we give to that widow a monthly 
income. It may be for only a term of 
years, it may be for life, according to 
the premium payments. 


Clear Off Mortgage 


Next comes the preserving of the home 
and through the mortgage coverage 
policy we put into the hands of the 
widow money to pay down at least to the 
first mortgage, clear off the second mort- 
gage, so that the mortgage instead of 
being a millstone around her neck, her 
home is preserved to her and to her chil- 
dren. 

And for the children—we offer to this 
tamily today college education, guaran- 
teeing that whether the father lives or 
dies his children will have such an edu- 
cation. 

Then something for the daughter when 
she is grown, a protective income for 
her which shall always be hers, in her 
early years before she is married and 
then after she is married. 

And for the son a sum of money when 
he shall have reached his majority and 
frequently give him just enough then to 
get his start, reserving some for a later 
five-year period or 10-year period when 
he shall have cut his channel and he will 
no doubt receive more benefits from the 
last than he did from the first. 

We offer all these policies; the clean- 
up policy, monthly income for the widow, 
mortgage coverage, education of the chil- 
dren, protective income for the daugh- 
ter and a policy for the son’s start in 
business. 

We are able to offer this man that in 
case he becomes totally and permanently 
disabled, unable to make the premium 
deposits, those deposits will stop and we 
will pay him a monthly income on each 
one of these policies for the remainder 
of his lifetime if he should still be dis- 
abled and then on top of that, if he 
should die we would pay the full sum of 
all the policies just as stipulated. 

Now, then, middle life comes and he 
has been able to see the children to col- 


a. If the old policy contains no 


dis- 
ability clause. 
b. If the old policy contains a less 
liberal disability clause. 
2. If a lower rate of policy loan in- 
terest is adopted in new issues 
3. If increased surrender values are 


granted without any change in premium 
rate. 


Paying Cash Values 


1. On premium paying policies. 


2. On fully paid policies. 

3. On policies running on extended 
insurance or reduced paid-up. 

4. On paid-up additions. 

5. On dividends at interest. 


of Field Service, 








Penn Mutual Life 


lege, pay the mortgage, they have no 
need to touch the policies, and he prob 
ably has some money saved up; and he 
perhaps might have been wondering in 
carly years what this insurance would 
mean to him in middle life. In every 
family sometime or other comes an 
emergency when ready money is needed 
and very often there is no other re- 
sources than the life insurance policy. It 
is helpful to them if the emergency 
should come and also if the proper busi- 
ness opportunity should come and money 
could be had from no other place. 
Then middle life passes on and the 
young man and woman can't believe that 
middle life passes and old age comes so 
quickly, but when you have reached 45, 
50 comes very quickly and then 55 and 
then 60. At 60 you will begin to think 
of laying down some of your burdens of 
work. You then want a maintenance 
fund and income that will enable you to 
take it that then you come to 
the retiring time; family grown up and 
married and now the value of it, whether 
long term or ordinary life, comes home 
to father and mother and give them in- 
dependence and comfort in their old age. 
Then, of course, there are other things 
for the wealthy man; annuity for the 
aged father or mother, birthday policies, 
income to 


easy so 


giving an annual birthday 
mother, wife or daughter after he is 
gone. 


In the old days we had no need for 
inheritance or income tax to take care 
of. Today we have that. Money to 
cover the inheritance tax, administration 
costs, etc. And, now in this last 45 years 
there has been another opening in the 
field by reducing the ages. The ordinary 
companies will insure boys and girls. 


Business Insurance Developed 


In the old days there was no corpora- 
tion or partnership insurance. Fifteen 
years ago when business insurance was 
first brought to the attention of the pub- 
lic it was all death insurance. We hadn't 
sensed then the value of this insurance 
in creating and expanding credit; so that 
life insurance today with partnerships 
and corporations is a constructive thing 
which enables the living man to carry 
out the plans he has formulated as well 
as protect the interests of his survivors 
if he should die. 

And then look at group insurance, 
bringing the healing, helping power of 
life insurance into thousands and thou- 
sands of families which without this 
form of insurance they would be without. 
Salary savings is still another new thing. 


Company Settlements Good 


And then insurance trusts. There is 
much that might be said about them 
but I will not expect to say this—let not 
anyone of us be bewildered by what we 
are reading, let no man here think that 
these splendid settlements which the life 
insurance companies have devised and 
which within our knowledge are work- 
ing to the best advantage, that they are 
or ought to be in the discard. 

7. If refund is allowed under (6), 
what disposition is made of disability 
and double indemnity reserves on such 
contracts and on contracts containing 


, the disability or double indemnity which 


| are 


| tension 


6. If disability and double indemnity | 


are included in contract, is refund of 


premium allowed? 


fully paid? 

Other Practice 
1. Is a fee charged for a premium ex- 
to be regarded as “premium in- 
come” or simply as “other income”—in 
other words, should it be _ included 
amongst the taxable premiums? 

2. Is the disability premium 
properly a taxable premium? 

3. What has been the experience with 
first year and renewal notes? 

4. What extra reserves if any should 
be carried to provide for immediate pay- 
ment of claims? 


waived 
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ACACIA MUTUAL LIFE 
SHOWS GREAT PROGRESS 


NEW BUILDING DEDICATED 


President Montgomery Receives Praise 
for His 34 Years of Work With 
the Company 


WASHINGTON, D. ¢ May 31.— 
Elaborate ceremonies and a Masonic 
parade preceded the dedication of the 
new ten-story building of the Acacia 


Mutual Life here. Bishop Freeman of 
Washington was the principal speaker. 
He described the growth of the associa- 
tion. He praised William Montgomery, 
who for 34 vears had been president of 
the association, for his great personality, 
President 


courage and business acumen 





MONTGOMERY 
Life 


WILLIAM 
President Acacia Mutual 


Montgomery, who presided at the dedi- 
cation, declared the association is plan- 
ning new services for the future and pre- 
dicted that these services will be unique 
in scope. Mr. Montgomery said that 
the company has grown so rapidly that it 
now ranks 36th in size of all the life 
insurance companies in the country and 
only 22 of these companies gained more 
insurance than the Acacia did last year. 
It is estimated that over 5,000 persons 
witnessed the ceremonies and the dedi- 
cation The magnificent structure was 
illuminated by giant spotlights in the 
evening. 


Fred C. Van Dusen Dies 


Fred C. Van Dusen, president of the 
Minneapolis Fire & Marine and a di- 
rector of the Northwestern National 
Life and of Underwriters Lloyds at 
Minneapolis, died Sunday at the age of 
65 years 


Convention Date Is Fixed 
Aug. 22-24 is the date of the agency 
convention of the Columbus Mutual Life. 
The place at which the convention will 
be held will be chosen by a vote of the 
agency force. 


Manufacturers Life Reports Gain 


The Manufacturers’ Life reports an 
increase of $3,500,000 for the first four 
months of 1928, over the corresponding 
part of 1927. Toronto. Japan and Mon- 


treal agencies are taking the lead. 
Insured Less Than a Year 
The New York Life states that it 


paid 51 death claims in April on the lives 
of people who had been insured less than 
12 months. One of the policyholders had 
only been insured for eight days. 
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Big Policies—Profit or Loss 


Bic policy underwriting is one of the 
important problems of comparatively re- 
cent origin that is puzzling insurance 
officials and actuaries. To a degree, of 
course, this is 


there have always been policies of pro- 


not a new problem, as 
portions more extensive than the aver- 
age. A decade ago the $50,000 risk was 
classed as a big policy and its underwrit- 
ing problems were then being closely 
watched. But today the big policy ques- 
tion has taken on new proportions, the 
$1,000,000 policy being very nearly as 
common as was the $50,000 or $100,000 
risk a decade or so ago. 

While many companies have had a 
very satisfactory experience on big poli- 
cies, the average seems to point to a 
marked increase in mortality from such 
risks. This increase, it is generally be- 
lieved, will more than offset the gains 
from economies in home office expense 
and general reduction in overhead. This 
is believed to demonstrate a selection 
against the companies in the case of the 
larger risks, which is not evident on 
smaller ones. Even the officials of those 
companies enjoying an average or low 
mortality on big fisks point to this haz- 
ard of unfavorable selection. 

There are certain definite practices 
which might be expected to develop an 
increased margin of safety on this type 
of business. First and foremost, would 
be the elimination of the competitive 
factor. The race for volume has resulted 
in a wielding of a dangerous competi- 
tive club, moving many from a safe 
course, Border-line cases of big propor- 
tions should be checked even more 
rigidly than small ones—though the re- 
verse has been true to a dangerous ex- 
tent in the past. Competition has forced 
on the books many big cases well over 
that familiar “border-line.” Underwrit- 
ing should be reestablished as the basis 
of acceptance. 

A closer scrutiny 
should be made. 


of the big risks 
Company officials say 
that if they could be certain as to just 


the precise purpose of each policy writ- 
ten, they would feel But this 
precise information is difficult to obtain 
in the case of big policies, which makes 
inspection and examination the more 
urgent. Though each company may have 
a limited loss on such a risk, the net 
result is the same as though one com- 
pany carried it all, for experience is 
made up of aggregate losses. Further- 
more, for each direct loss of this, kind, 
there is a incurred from 
traded or reinsured business, so that in 
the long run the company will suffer as 
greatly as though it had accepted the 
full line of $1,000,000 on a questionable 
risk, 

Reinsurance facilities need to be 
closely watched and more thoroughly 
respected. The reinsuring company is 
not a graveyard in which to throw the 
undesirable. It is a means of spreading 
the underwriting scope and “averaging 
the normal losses in cases where the 
direct-writing company can not take the 
risk alone. To expose the reinsuring 
company to an added hazard is to ex- 
pose the entire business to this hazard. 
In the end it reacts back to the very 
company which believes itself well rid of 
the bulk of a certain dangerous line. 

If there is anything that can be done 
collectively, it should be done, though 
beyond discussion of a frank and open 
nature at the actuarial meetings, that is 
not apt to be effective. Individually, the 
companies can institute their new pro- 
gram of underwriting at once and this 
they should do. Those that have even 
now done so are the ones reporting 
favorable experience on big risks. O. J. 
ARNOLD, president of the NorTHWESTERN 
NATIONAL Lire and also of the AMERICAN 
Lire CONVENTION, pointed to this mat- 
ter in his recent talk before the 
Medical Section. That was seemingly 
the first outspoken word in this connec- 
tion. Others have echoed his warning 
in private, but the discussion could 
profitably become more open and defin- 
ite action more evident. 


secure. 


similar loss 


Prudence Is Not Cowardice 


FREQUENTLY we find insurance com- 
panies adopting a sort of daring and care- 
less attitude. The organization that builds 
solidly pursues a rather consistent course 
or what might well be termed progressive 
conservatism. A company cannot afford 
to stand pat in the sense that it does not 


move. It must not cling to traditions or 
practices simply because they have been 
used in the past. Naturally there must 
be always a progressive ‘step. Wisdom 
must be brought into play. The company 
that has adopted prudence cannot be ac- 
cused of displaying cowardice. 
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Transferring from airplane to auto- 
mobile at Waterloo, Iowa, last week, 
J. J. Hughes, manager of the North- 
western Mutual Life at Des Moines, to- 
gether with his daughter, completed 
their rush trip to the bedside of their 
son and brother, John J. Hughes, Jr., 
at LaCrosse, Wis., where the boy is 
critically ill with peritonitis and where 
the sister offered her blood for trans- 
fusion. 

Mr. Hughes left Council Bluffs Ia., 
by airplane at 4:30 in the afternoon; 
stopped in Des Moines to get his daugh- 
ter, and the two were in Waterloo at 8 
o'clock in the evening. They were ad- 
vised against continuing the journey by 
air since the LaCrosse airport is not 


lighted, but the Waterloo aviator drove 
them the rest of the way by automo- 
bile. 


Homer Guck, who was formerly assist- 
ant to the president of the Detroit Life 
and later was vice-president of the Union 
Trust Company of Detroit, has taken his 
new position as assistant business man- 
ager of the New York “Evening Jour- 
nal.” Mr. Guck is one of the best known 
insurance men in the country. For 
many years he was in the newspaper 
business in Michigan. 

Frank Willson Rogers, veteran life in- 
surance man, former state manager of 
the Massachusetts Mutual Life, died at 
his home in Hartford last week. In 1890 
Mr. Rogers became an agent for the 
Massachusetts Mutual under the late A 
H. Bond, with whom he served ten years. 
Upon the death of Mr. Bond he was ap- 
pointed manager for six counties in Con- 
necticut and later made state manager. 
Mr. Rogers retired as state manager in 


1923, but held his office as an insurance 
advisor. 


Lud Williams, former vice-president of 
the Amicable Life of Waco, Tex., one of 
the heaviest stockholders and one of the 
original organizers of the company, died 
at his home there a few days ago, follow- 
ing a brief illness. Mr. Williams was 
one of the best known lawyers and in- 
surance men in Texas. 


Vice-President William H. Kingsley 
of the Penn Mutual Life and Mrs. Kings- 
ley left last week on a trip to Europe. 


Phineas M. Henry of Des Moines has 
been elected as a member of the board 
of trustees of the Equitable Life of Iowa 
to fill the vacancy caused by the recent 
death of his uncle, Simon Casady. Mr. 
Henry is a grandson of the first president 
of the Equitable Life, Phineas M. 
Casady, who died many years ago. Mr. 
Henry has ably served as general coun- 
sel of the company for a number of 
years and is a valuable addition to the 
administrative body of the company. He 
is a graduate of Harvard College and 
of Harvard Law School and has long 
been an active member of the Associa- 
tion of Life Insurance Counsel. He is 
widely and favorably known among the 
legal fraternity of the country. 


Arthur M. Hyde, 
Sentinel Life, returned from a fishing 
trip to Texas recently with positive 
proof of what might otherwise be con- 
sidered a mere fish story. Former 
Governor Hyde is proudly displaying 
a photograph of himself with a tarpon 
measuring six feet and one inch, which 
he caught off the coast of Texas. 
Home office associates are about ready 
to concede his prowess as a fisherman. 

J. Wade Bailey of the Lincoln Na- 
tional Life won distinction as the larg- 
est personal producer of the company 
in 1927. Then when the scores were 
compiled on the basis of the new rules, 


president of the 








J. WADE BAILEY 


which take into consideration conserva- 
tion of business as well as production, 
he was named the “most valuable agent” 
for 1927 also. Still another honor came 
to him recently. He was elected presi- 
dent of the Fort Wayne Life Under- 
writers Association. 


—_ 


Samuel O. Kennedy, assistant treas- 
urer and comptroller of the International 
Life, St. Louis, formerly resided in De- 
catur, Ill., and so intense has been his 
love for his former home he has during 
the past four years made a weekly pil- 
grimage to the Illinois town. In that 
time he has traveled a total of 50,000 
miles between St. Louis and Decatur. 

At 1 p. m. each Saturday the Kennedy 
family automobile pulls away from the 
International Life’s home office and hits 
the concrete trail for Decatur, some 132 
miles away. The run is made in less 
than five hours. The return trip is made 
Sunday night or Monday morning. Mr. 
Kennedy has a club house on Lake De- 
catur in the famed Fairies Park district. 
Occasionally he uses the train for the 
Decatur trips. 

C. W. Brandon, president of the Co- 
lumbus Mutual Life, and Mrs. Brandon; 
Louis F. Stout, counsel for the company, 
and Mrs. Stout were injured a few days 
ago when their automobile ran into a 
ditch as they attempted to pass another 
automobile on the road between Brandt 
and Dayton, O. All were taken to a 
hospital in Dayton. Mrs. Brandon was 
the most seriousiy hurt, suffering a 
broken right leg, cuts and bruises. 

Frank H. Davis, vice-president of the 
Equitable Life of New York in charge 
of its agency department, was forced to 
go to his ranch out in Montana, follow- 
ing an attack of influenza, in order to 


recuperate. Mr. Davis found that it was 
necessary to lay off from the routine 
duties for a while until he got his 


strength back. 

Jesse G. Read, insurance commis- 
sioner of Oklahoma, has been in 
Frankfort, Ky.. visiting Shelton M. 
Saufley, Kentucky commissioner. Mr. 
Read is a former Kentuckian, having 
been born and reared in Allen county. 

Mr. Read also visited Kansas City 
and Washington, D. C., when he was in 
conferences with insurance commission- 
ers from a number of states. In Wash- 
ington the reinsurance of the Standard 
Life of Atlanta with the National Bene- 
fit Life of Washington was considered. 
Arrangements for examination of the 
Continental Life and the International 
Life of St. Louis were made at the con- 
ference in Kansas City. Mr. Read was 
asked to take part in the examination of 
both companies. 
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HARPER MOULTON RESIGNS 





General Agent of Provident Mutual 
Life in Kansas City Gives Up 
Post—Formerly in Chicago 





Harper Moulton, general agent of the 
Provident Mutual Life at Kansas City, 
has tendered his resignation. Mr. Moul- 
ton grew up with the Provident Mutual, 
starting in its Chicago agency. He be- 
came a strong personal producer. For 
a while he was Chicago general agent 
of the Minnesota Mutual. At one time 
he was secretary of the Chicago Life 
Underwriters Association. Mr. Moulton 
is regarded as a live wire man in his 
business. 


Guy A. Reem 


Guy A. Reem has been appointed gen- 
eral agent for the State Mutual Life at 
Detroit, to succeed Edwin S. Stringer, 
who resigned to devote his time to per- 
sonal production. Mr. Stringer has 
been with the company 30 years and 
desired to relinquish the burden of 
agency management. Mr. Reem, who 
takes the reins, is a University of Mich- 
igan man and has had several years’ ex- 
perience in life insurance in Detroit and 
other parts of Michigan. 





W. Stanton Hale 


W. Stanton Hale has been appointed 
superintendent of agents of the H. M. 
Willet & Son general agency of the 
Penn Mutual Life in Atlante. Mr. Hale 
has been in life insurance work five years 
and is one of the leaders of production 
in the agency. The Willet agency, 
which has set many records in its 30 
years in Atlanta, is under the manage- 
ment of Hugh M. Willet, one of the 
veterans of the Penn Mutual, and his 
son, Lawrence Willet. 





W. G. Batchelder 


W. G. Batchelder, formerly associate 
general agent of the Prudential in Cin- 
cinnati, who makes a specialty of invest- 
ment insurance, has connected with the 
Sun Life, his old company, at Cleveland. 





Albert Schoenberg 


Albert Schoenberg, a member of the 
local Zionist organization at St. Paul, 
has been appointed general agent of the 
Judea Life of New York for Minne- 
sota. He has taken offices in the Pioneer 
building at St. Paul. 


Brown & Schlossberg 


Brown & Schlossberg have been made 
general agents in Providence, R. I., for 
the Columbian National Life and will 
devote themselves chiefly to the general 
agency, having relinquished considerable 
of their former business to Arthur Basok, 
associated with them. 


Reliance Life Appointments 


A. E,. Wyatt has been appointed su- 
pervisor of the St. Louis department of 
the Reliance Life. He had five years in- 
surance experience in his city and pre- 
viously had been in the automobile busi- 
ness. He will develop western Missouri 
and southern Illinois. John H. Greene 
has been appointed supervisor in Arkan- 
sas. He had been state manager for 
another company and has been in the 
business for about five years. 





W. B. Prugh 


Agency Special W. B. Prugh of the 
Missouri State Life at Kansas City has 
been appointed assistant manager. He 
went with the company in September, 
1926. He served the Graham Paper 
Company of St. Louis for three years as 
City salesman. 


For two years he was an 
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Linked up with The Lincoln National Life 








Abraham Lincoln once said: “If 
you would win a man to your 
cause first convince him you are 
his sincere friend.” 


USINESS has taken many 
a lesson from the lexicon 


of Lincoln. No truer principle 
of salesmanship could be de- 


vised than this one from his 


catalog of conduct. 


Surely it would be almost impos- 
sible to sell any insurance if the 
prospect were not convinced of the 
integrity and sincerity of the in- 
stitution of Life Insurance. Unless 
he saw the human and service side 
rather than mere profit, rather than 
actuarial niceties, and financial 
skill, he would be little likely to 
make an insurance program his, be- 
cause most men are moved, not by 
reason primarily, but by their emo- 
tions. 


The Lincoln Na- 
tional! Life Insur- 
ance Company, 
named for the great 
“Railsplitter,” finds 
many of his precepts 
and principles val- 
uable guides in the 
conduct of its busi- 
ness. Not the least 
is this principle of 
sincere 
It seeks to apply it 
in its service to its 
policyholders, in its 
home office activities and relation- 
ships, and in all its dealings. 


It is proud that this spirit and 
point of view has become so 
deeply instilled into the rank 
and file of its organization 
both in the home office and in 
the field. Its agents have 
achieved distinguished reputa- 
tion for their friendliness and 
their sincerity. Listen to the 
words of Superintendent Har- 
rold. 





Looking Up at the Tower of 
friendliness. the Beautiful Lincoln Life 
Building 


assets and 





“Other things being equal that 
Life Insurance Agent will be most 
successful who makes the most 
friends, and is so sincerely con- 
cerned over their welfare that no 
false pride will prevent him in 
serving them in the field he knows 
best—insurance protection.” 


VERLIN J. HARROLD, 


Superintendent of Agencies, The Lin- 
coln National Life Insurance Com- 
pany. 


INCOLN Life fieldmen are 
proud of their work, of 
company, and of their 
service, and they do not hold 
back their 
friends—why 


their 
service from their 
should they? 


They are proud of 
the great organi- 
zation they rep- 
resent, of its effi- 
cient home office 
building, and the 
fine service it 
typifies. They are 
proud of the rec- 
ord of their com- 
pany and of place 
it has achieved. 
They are proud of its strength, 
which is as the strength of 


steel. 


Among its strong points are its 
continuous successful management 
from the very beginning of the 
company’s history, its state held 
reserves, its rapidly increasing total 
of insurance in force, its millions of 
reserves, its peerless 


agency organization and agency 
spirit, its carefully selected staff, its 
splendid policy offerings, its fertile 


territory, and its aggressive spirit. 


organi- 
well- 


HE LNL agency 

zation is a well-knit, 
trained, well-serviced unit. Its 
members are carefully selected, 
given the advantage of a re- 
markable correspondence course, 
and other training aids, helped 
with sales materials of many 
kinds and given stimulating 
leadership. 


Through their production clubs, 
agency meetings, sectional con- 
ventions, house organs, and 
through close correspondence, 
their friendly close relationship 
with the home office folks and 
with each other is developed into 
a real factor in their work. Rec- 
ognition of achievement in many 
ways is a standard matter with 


The Lincoln National Life. 


The LNL agent has a fine kit of 
sharp tools for his expert hand. In 
addition to the standard policies 
there are many popular specialties. 
The LNL juvenile policies are well 
planned and practicable, and serve 
in addition as door-openers for 
them. The unique professional in- 
come disability contract offers 
splendid advantages to the agent, 
as it gives exceptional service to the 
policyholder. Such remarkable 
policies as the LNL Life Expect- 
ancy policy, and the many optioned 
twenty-three year endowment pol- 
icy, and the retirement income pol 
icy, are a few that might be men- 
tioned as typical of the offerings 
he can make, 


A wide range of territory is open 
to his effort. Lincoln Life policies 
are sold in twenty-nine states, from 
coast to coast, from the Mexican to 
the Canadian borders. Take Mis- 
souri, for example, where growing 
agencies are making splendid prog- 
ress, and where exceptional ad- 
vantages are offered to qualified 
men who can measure up to the 
opportunities and requirements of 
LNL_ representatives. There are 
some rather unusual opportunities 
for recruits, in this state, to the 
banner of the aggressive, progres- 
sive Lincoln National Life, the 
company whose very name is a 
pledge of character. 


The Lincoln National Life Insurance Company 


Ft. Wayne, Indiana 


Insurance in Force, more than 535 Millions 
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HARRY L. SEAY, President . 
Over $124,000,000 Insurance in Force 


Some very desirable territory still open in its home State—TEXAS. Exceptional 
Opportunity for the right man in Tennessee, Minnesota, Indiana, Oklahoma, Missis- 
sippi, California and Missouri. The Southland’s agents receive wholehearted Home 
Office cooperation. For Information Address 


CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 














UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 
Life Income for rected oa 
 o alpalpstavatala ae 


i 
f 
E 
i 


These and many other new and unique features make 
“The Columbia” attractive to men. P 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 

















Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February Ist, 1843, “THE MUTUAL F 
OF NEW YORK” issued its first policy. The Cisteess of life insurance roy aa 5 
plan started in ica then and there. 


Priority in its field is not the Company’s claim to greatness—age in itself is great 
distinction. THE MUTUAL LIFE a with high ideals of business cond onduct, which 
still prevail It aims at quality and t highly honorable in all its dealings. 


In its relations with policyholders and their resentati THE MUTUAL LIFE 
has an outstanding pa - ae ~— 


Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and Manager of Agencies 
34 NASSAU STREET NEW YORK, N. Y. 
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agent of the Illinois Life. He graduated 
from the University of Kansas in 1914. 





W. L. Boyce 


W. L. Boyce has been appointed man- 
ager for the Equitable Life of New York 
at Syracuse, N. Y., with jurisdiction over 
23 counties in that part of the state for 
district supervisors working out from his 





office. Mr. Boyce has been superinten- 
dent of agents of the W. W. Klingman 
agency at St. Paul, Minn., where he had 
charge of agency development in three 
states, 1,115 agents being attached to 
that office. Prior to that position, he 
was district manager for the Equitable 
in North Dakota. His first life insurance 
experience was with the Mutual Benefit 
Life. 
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RETAIL CREDIT GIVES DINNER | 


} 


his company since organization in 


| 1898. 


Inspection Company Is Host to Some | 


25 Fire Life and Casualty Insur- 
ance Men of Boston 





BOSTON, May 31—The Retail 
Credit Company was host to some 25 
fire, life and casualty insurance men of 
Boston at a dinner, W. J. Cordes, super- 
intendent of the New England division, 
being in charge. 


| association on 





Horton Speaks in Cincinnati 


Guy Horton, attorney of the National 
Life of Vermont, was in Cincinnati last 
week and addressed the general agents 
“Fitting the Policy te 
the Needs of the Beneficiary.” In the 
afternoon he addressed the life under- 


| writers and trust company officials on co 


| operation between trust and life 


O. F. Wise, occupational underwriter | 


with the Metropolitan Life, and A. D. 
Riley, 
for the Mutual Life of New York, em- 
phasized the dependence of the under- 
writer on inspections. 

Frank Riordan, superintendent of the 
burglary department of the Employers 
Liability, said that to keep rates down it 
is necessary to scrutinize the moral 
hazard, the all-important factor in the 
burglary business, and for this reason 
the underwriter must receive very in- 
clusive reports. 

Ralph H. Goodwin, assistant 
ager of the eastern department of the 
Fireman’s Fund, wanted more facts in 
the fire and automobile reports. He 
praised the reporting companies for 
their new forms of reports, covering 
special lines. 

W. R. Pond, manager of the under- 
writing department of the John Han- 
cock Mutual Life, declared that char- 
acter reports today approach very 
nearly the importance of medical in- 
spections in the underwriting of life 
insurance. Mr. Pond noted a tendency 
to insure doubtful risks for large 
amounts when the same man would 
have been declined for a small amount. 
Such risks are taking a heavy toll, he 
said. 

Vice-president Walter C. Hill of the 
Retail Credit sketched the growth of 


: L : | complicated 
assistant superintendent of risks | 


insur 
ance companies. Mr. Horton believes 
that agents are submitting altogether too 
settlement agreements to 
their companies and are asking more 
service along this line than they should 
He made a plea for more simplified 


| agreements and predicted that if a halt is 


man- | 





not called on the more complicated and 
unsound agreements trouble is in store 
for the future when these options are 
matured. 





Open New Pittsburgh Office 


The new headquarters of the Pitts- 
burgh agency of the Ohio State Life in 
the Plaza building were formally opened 
a few days ago with President John M. 
Sarver of Columbus in attendance. The 
Pittsburgh manager, A. E. Demilio, was 
in charge of the exercises. From Pitts- 
burgh Mr. Sarver went to Youngstown, 
where he addressed the representatives 
of Manager Miletus Garner’s staff in 
northeastern Ohio. 





Opens Rhode Island Office 


The Equitable Life of Iowa announces 
the addition of Rhode Island to the 
territory of the William Ittman agency 
of Boston for the present and Leo F. 
McKinnon of Boston has been made dis- 
trict manager. The Rhode Island office 
will be located in the Hospital Trust 
building at Providence. 
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COLLECTS RETALIATORY TAX 





Kansas Takes in Over $10,000 from 
Companies from States Charg- 
ing High Fees 





TOPEKA, KAN., May 31.—Kansas 
has collected or is in the process of col- 
lection of more than $10,000 in retalia- 
tory fees and taxes this year, accord- 
ing to Charles F. Hobbs, actuary for 
the Kansas department, who is in charge 
of the fees and taxes collected from in- 
surance companies. 

The greater part of the collections, 
of course come in the form of increased 
taxes due to the fact that many states 
collect 24%4 percent premium taxes in- 
stead of 2 percent as does Kansas. The 
amount of the fees collected is not ma- 
terial under the retaliatory law but the 
premium taxes run into hundreds of 
dollars for some of the more aggressive 
insurance companies operating in this 
state but domiciled in states charging 
the higher tax. 

During the course of the collections 
of the retaliatory fees and taxes there 
has not been a lawsuit over any of the 
items, although many times suits have 
been threatened and-once or twice state 





commissioners have threatened to re- 
fuse licenses to Kansas companies be- 
cause of the imposition of retaliatory 
fees. Several companies have threat- 
ened to withdraw because of the ap- 
plication of the retaliatory law, but so 
far as known none ever has withdrawn 
for this reason and others keep com- 
ing into the state even from the states 
where the retaliatory law is applicable. 





Bert Chatten Entertains 


Quincy, Ill, May 31.—Bert Chatten, 
manager of the Farmers National Life 
in this territory, was host to 25 agents 
of the company at a dinner in Menden 
Saturday. A brief business session was 
held but the meeting was largely given 
over to a social entertainment for the 
staff. 





St. Paul Managers Meet 


The St. Paul Managers & General 
Agents Club celebrated its first anniver- 
sary last week. The organization’s ac- 
tivities were reviewed and a_ hearty 
commendation expressed by the mem- 
bers. President Henry C. Martens, who 
is general agent of the Provident Mu- 
tual Life, told of his experience and 
progress in the business. The enthusi- 
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astic meeting closed with the expression 
that every city would benefit by a sim- 
ilar organization. 





Toombs, Davis Return From Coast 


Roy C. Toombs, president of the In- 
ternational Life; Dr. E. F. Morgenstiern, 
director of personnel, and Ray Davis, di- 
vision manager, Chicago, recently made 
a trip to California and Mr. Toombs 
and Mr, Davis have returned. Dr. Mor- 
genstiern will stay on the Pacific coast 
tor a while to recuperate from an illness. 
[It is announced in Chicago that the In- 
ternational may be able to move into its 
new building at LaSalle and Lake streets, 
in that city, July 1. The company is 
progressing rapidly in the Chicago ter- 
ritory and it is expected that the Chicago 
agency will write $1,000,000 of business 
in May, which is Grantges month. 





William T. Grant Feted 


SPRINGFIELD, May 31.—William 
T. Grant, president of the Business 





Men’s Assurance, was guest of the Mid- 


LIFE 


Day Luncheon Club Friday of this 
week. Members of the Springfield Life 
Underwriters Association were guests at 
the gathering. Mr. Grant spoke of “The 
New Competition Between Cities.” C. 
C. Weber, president of the underwriters’ 
association, spoke briefly. Arrange- 
ments for Mr. Grant’s appearance were 
in connection with his visit here for the 
third annual sales congress of his insur- 
ance company in this city, attended by 
Illinois and Wisconsin representatives 
of the organization. 





Home General Agents Meet 


On Thursday of last week a group of 


general agents of the Home Life at- 
tended a midwestern regional general 
agents’ conference in Chicago. The 


company’s general agents from Cleve- 
land, Pittsburgh, Cincinnati, St. Louis, 
Detroit and a number of smaller towns 
attended. The principal topic of discus- 
sion was agency building plans. The 
home office was represented by James A. 
Fulton, vice-president, and H. W. Man- 
ning, superintendent of agents. 











IN THE SOUTH AND SOUTHWEST 








QUESTION OF INSOLVENCY UP | 





Creditors’ Rights When the Assured | 
Changed Beneficiary from His 
Estate to His Wife 





Action on behalf of the creditors of 
the estate of Bloodworth to subject the 
proceeds of a certain life insurance pol- 
icy, now in the hands of the widow of 
the deceased, to the payment of the 
debts of the deceased. In 1919 the de- 
ceased had taken out a policy of insur- 
ance on his life payable to his estate as 
beneficiary, and in said policy there was 
reserved a right to the insured of mak- 
ing a change of beneficiary at any time. 
Prior to November, 1924, the deceased 
became insolvent and unable to pay any 
of his debts, and in November, 1924, the 
deceased changed the beneficiary in his 
policy of insurance and made the pro- 
ceeds payable to his wife instead of his 
estate. Both prior to and subsequent 
to the date when the beneficiary was 
changed, the deceased had contracted 
debts which were unpaid at his death in 
March, 1925. The proceeds of insur- 
ance were paid to the wife of the de- 





ceased, but the creditors contended that 
as to them the change of beneficiary was 
| ineffectual and that their claims should 
| be paid out of the proceeds of the policy. 

Held, that the proceeds of the policy 
were not subject to the debts of the de- 
ceased’s creditors. It was formerly held 


| in this state that a life insurance policy 


was a chose in action and became an 
integral part of the estate of the insol- 
vent immediately upon the delivery of 
the policy and, therefore, a voluntary 
assignment of the same was void as 
against creditors. However, now, by 
Statute C. S. 6464, providing that a pol- 
icy of life insurance made payable to a 
wife or after its issuance, assigned and 
transferred, or in any way made payable 
to her, shall inure to her separate benefit, 
the rule has been changed. The rights 
of a wife as contrasted with the right 
of any other beneficiary, extends not 
only to policies expressed for her benefit 
when issued, but also to those which, 
after issue, are assigned or in any way 
made payable to her for her benefit, 
while the right of any other beneficiary, 
is confined to policies expressed at the 
time of their issue to be for his benefit. 
Pearsall vs. Bloodworth, Supreme Court 
of North Carolina. 








PACIFIC COAST AND MOUNTAIN FIELD 











HASTINGS DENVER SPEAKER 





Superintendent of Agencies of New 
England Mutual Tells of Possi- 
bilities for Future 





In spite of tremendous strides made 
by life insurance as an integral part of 
the American investment structure, the 
future holds forth still greater possibili- 
ties of growth, in the opinion of Glover 
S. Hastings, superintendent of agencies 
tor the New England Mutual Life, who 
spent last week in Denver and addressed 
a meeting of the Colorado Life Under- 
writers Association. 

He pointed out while in Denver that 
approximately 400,000 married men die 
each year. The economic value of these 
lives, based on earning power, is on the 
average only 5 percent covered by life 
insurance, Mr. Hastings said. This is 
in sharp contrast to the situation in 
property insurance, where 80 percent of 
the value is covered by insurance. 





Missing Man Held Legally Dead 


The law in Colorado prescribes that 
if a person has been unheard of for seven 
years, he or she is legally dead. James 
W. Marshall, a Boulder county man, 





was placed in that category by a jury 


in the Denver district court, the Kansas 
City Life being ordered to pay the life 
policy of $1,000 to his wife, Dora Mar- 
shall. The company carried the case to 
the Colorado Supreme Court and that 
tribunal agreed with the jury's finding. 





Death of W. F. Stilz 


William F. Stilz, who for many years 
was manager of the Union Central Life 
at Portland, Ore., died a few days ago 
at the age of 60. He became manager 
in Portland in 1918. In 1925, owing to 
failing health, he relinquished his man- 
agerial duties to Herman A. Zischke. 





Officials Visit Coast 


Franklin, Morss, general manager of 
agencies, and James Cowles, assistant 
vice-president of the Provident Mutual 
Life, were visitors in San Francisco last 
week. During their stay they were en- 
tertained by Alfred R. Matthews, Jr., 
son of Alfred Matthews, general agent of 
the company, who is at present on a va- 
cation trip to Europe. 


Massachusetts Mutual Rally 


The annual convention of the Massa- 
chusetts Mutual Agents Association will 
be held at Swampscott, Mass., Sept. 17- 
19. 


INSU R. ANCE 





I DITION 1S 


Round Out Your Service 


Here’s a policy that will back up every talk- 
ing point of company and service. Think it 
over: 





Any natural death .........- $ 5,000 
Any accidental death eee 
Certain accidental deaths .... 15, 
Aceident Benefits .....$50 per Week 
(Non-cancellable) 
Also Disability Income, Waiver 
of Premiums, etc. 





ALL IN ONE POLICY 





You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 
the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice-President, Eugene E. Reed, will 
tell you all about it. Write him direct—and 
directly. 


UNITED LIFE 


AND ACCIDENT INSURANCECOMPANY 
Concord New Hampshire 


{| Inquire! | 








HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
* * * * * 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 




















ARE YOU READY FOR ADVANCEMENT? 


HAVE YOU LOOKED FORWARD TO THE TIME WHEN YOU 

YOUR OWN BUSINESS? HAVE YOU HAD THE AMBITION TO DO 
THINGS? WHY NOT CAPITALIZE YOUR ABILITY AND EXPERIENCE TO 
YOUR OWN ADVANCEMENT? BUILD YOUR OWN GENERAL AGENCY IN 


oa THE PRODUCTION OF MEN YOU APPO 


E HAVE SPLENDID GENERAL AGENCY OPENINGS IN MICHIGAN, ILLINOIS, 
OHIO. IOWA, MISSOURI Pe pee AND NEW JERSEY. IF WE HAVE NO 
AGENCY IN YOUR VICINITY, WRITE TO 
WE OFFER YOU VERY pesTanor ADVANTAGES 
oo General Agency Contract, long term renewals. 
1 standard forms of policies, both participating and non-participating. 
Liberal disability benefits. 
Guaranteed Premium Reducti beginning at end of first year, with further 
cash dividends each year after A, second, making very low net cost 
Confidential communication is invited if you have a clean record and the ability to write 
insurance yourself and to develop a General Agency. You know your own omy and your 
own limitations. you measure up? you make this the turning in your "ie, 
the door to the larger opportunity and larger income of which you have ? 


GIRARD — INSURANCE COMPANY 


Oppoeite independenes Hall 
HIA, PA. 
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Western Reserve 


Life Insurance Company 


MUNCIE, INDIANA 








Old Line Legal Reserve Company 


Operates in Indiana and Ohio 


Wanted: A few General Agents 
in each State. 


Service to Policyholders Unsurpassed 

























tive supervision. 


ably at work. A 


Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign 
to organize the man-power of its Field force through care- 
fully selected additions and through education and coopera- 


Important General Agency appointments are being 
made, and a comprehensive plan of teamwork between 


Agency department and Field is being put into operation. 
If you have organizing ability, or sales ability, or the 
desire to be a life underwriter, plus ambition and industry, 
we can supply successful methods for putting them profit- 
ddress— 
Hugh D. Hart, Vice President 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 


Founded 1847 





























We have openings in Ala, At, 
Mi M., 


inn., N. 
pe 
A Wider Field— 





Dela., C., Fla, Ga., Ill, Ia., Kans., Md., Mich., 


. Cc, Oule., 8. D.,"W. Va. and Wyo. 


Agents Have 


An Increased Opportunity 

















Sap Lénis Sam 0 co 60. 
Polici 


oye sera on the 


Males and Females. alike. 


Because we have 


or substantial amounts (up to $5,000) for Children on variety 
of Life at Endowment plans, thus enabling parents to buy all of the 
Ordinary, i. e. Annual, Semi-annual or quar- 
Participating @ and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 


















J. N. WARFIELD, 
4. BARR 















President 
Vice-President 


Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


‘Incorporated Under the Laws of Maryland, 1882 


WE ISSUE 


STANDARD ORDINARY AND INDUSTRIAL POLICIES 


A. W. MEARS, Secretary 
DR, EDWARD NOVAK, Medical Director 














IN THE ACCIDENT AND HEALTH FIELD 

















——— 


“FLU” IS STILL PREVALENT 


Company Officers in Middle West 
Report That Disease Became 
Almost an Epidemic in Places 


Ac.ident and health underwriters of 
the middle west report that “flu” claims 
are being made with regularity sufficient 
to denote that the disease is still preva- 
lent. It is not, however, so rampant as 
it was six to 10 weeks ago, when it was 
for a time in the way of becoming an 
epidemic. 

A number of offices in Chicago re- 
port that for a time they were receiving 
claims amounting to many in a day and 
that the period of illness from “flu” only 
ranged from two to four weeks. In 
many cases the disease developed into 
simple or double pneumonia, with con- 
sequent longer periods of hospital or 
house confinement. 


Some Companies Lightly Hit 


Those companies issuing most of 
their policies with the two-week elimi- 
nation clause have been the lightest 
hit by “flu” or any of the other ill- 
nesses attendant on the unseasonable 
weather that has prevailed throughout 
the middle west for the last four to 
seven weeks. 

About six weeks ago the citizens of 
Denver were frightened by what for a 
few days appeared to be a recurrence of 
a war-time “flu” epidemic. Many died 
before the attack diminished, and many 
claims are still coming in from Denver 
and vicinity. 


Pacific Mutual Claim Transfers 


As a result of the recent death of 
Edwin D. Lowe, chief claim representa- 
tive of the Pacific Mutual Life at At- 
lanta, following an operation for ap- 
pendicitis, Emery Smith, who has been 
in charge of the claim zone at Memphis, 
has been transferred to the Atlanta 
office. Chauncey R. McClain, formerly 
an adjuster for the Travelers at Atlanta, 
who has been with the claim department 
of that company for three years, has 
been appointed by the Pacific Mutual 
to fill the vacancy at Memphis. The 
changes were announced this week by 
Robert R. Harrold, head of the com- 
pany’s claim department. 


Has Special Farmers’ Policy 


The Southern Surety is issuing a spe- 
cial “farmers’ disability policy’ under 
which all white male farmers, whether 
owners, tenants or laborers, are insured 
at one rate. As no use is made of the 
classification manual in rating risks in- 
sured under it, claims are not prorated 
in event the holder when injured, was 
doing some act or thing not directly re- 
lated to farming. It pays for partial 
disability from sickness as well as acci- 
dent. Weekly indemnity for total dis- 
ability from accident is payable for 104 
weeks and partial disability for 26 
weeks. Illness indemnity for total dis- 
ability is paid up to 52 weeks and for 
partial disability 26 weeks. The double 
indemnity clause includes lightning, 
cyclone and tornado, to the hazard of 
which the farmer is probably more 
often exposed than any other class. 


Martin Is District Manager 


H. D. Martin, with offices at 818 
Temple Bar building, Cincinnati, has 
been appointed district manager to 
handle the health and accident business 
of the Federal Life in that city. 


St. Lawrence Life’s New Policies 


The St. Lawrence Life of New York 
has recently issued three new attractive 
policies. The “Income” policy provides 
for any sickness, payable from the first 
day of medical treatment and during 
total disability and house confinement 
up to one year. For total disability not 
requiring house confinement one-half 
benefit is paid up to six months. There 
is no chronic clause nor list of excepted 
diseases. Benefits for total disability 
from accident are paid up to two years, 














demnity for accidental death or specific 
loss runs from $1,000 to $5,000. 

The “Income Protection” policy is sim- 
ilar to the contract described above with 
the exception that it does not cover 
accidental death, but it does cover loss 
of limbs, sight, etc. Both policies con- 
tain clauses for increased benefit for 
hospital confinement; 10 percent increase 
on disability benefits when premium is 
paid annually; a traveler’s aid identifi- 
cation benefit of $100 and surgeon's fee 
for non-disabling injuries. 

The third new policy is one in which 
benefits apply only to automobile acci- 
dents. The insured is covered while rid- 
ing or driving an automobile as well as 
while using the streets as a pedestrian. 
Payment for accidental death is $1,000; 
specific loss benefits, $350 to $1,000; 
monthly benefit $100 for total disability 
during specified period, and $50 per 
month for partial disability. 

The regular monthly premium policies, 
including natural death indemnity, are 
being continued, as well as the business 
women’s commercial policy. 





Permanent Disablement Claimed 


A former policyholder of the Wood- 
men Accident has entered suit against 
the organization for $50,000 damages al- 
leged to represent loss from permanent 
disablement by a specialist who made an 
examination on the plaintiff to determine 
whether he had recovered from a dis- 
ability for which the organization had 
been paying him indemnity. The claim- 
ant says that the examining physician 
dismissed the nurse who was assisting 
him and then subjected the claimant to 
a series of poundings and beatings that 
crippled him for life. The company has 
taken the case to the federal court. The 
suit involves the question of how far a 
doctor in such a case represents the in- 
surance carrier so as to attach liability 
to it for its acts. 


Hall Made Claim Manager 


E. C. Hall of Los Angeles has been 
appointed claim manager of the accident 
department of the Mountain States Life 
of Hollywood, Cal. Mr. Hall has had a 
number of years’ experience in the ac- 
cident and health business, both in 
claims and in agency work. Mike O’Sul- 
livan, manager of the Mountain States 
LAfe’s accident department, says he had 
figured it would be at least a year be- 
fore a full time claim manager was 
needed, but the development has been 
so fast that the company was compelled 
to put on a claim manager. The aceident 
department of the Mountain States Life 
issued its first policy July 27, 1927. The 
company anticipates an income from this 
department of over $200,600 this year. 


Brennan Succeeds Botsford 


Harry Brennan, formerly of Canton, 
O., succeeds A. L. Botsford as manager 
of the accident and health department 
of the Gem City Life of Dayton. Mr. 
Botsford will travel for the Great West- 
ern of Des Moines. J. L. Pauley has been 
made claim adjuster at the home office 
of the Gem City. 


Industrial Conference Meeting 


The Industrial Insurers Conference ex- 
ecutive committee has selected Ashe- 
ville, N. C., as the place for the meeting 
this year. It will be held in the neigh- 
borhood of Oct. 10. J. R. Leal, presi- 
dent of the conference, had a meeting 
of the executive committee at Chat- 
tanooga to talk over plans for the an- 
nual gathering. 


Has Purchasers’ Protective Department 


The Anchor Life Insurance of Tulsa, 
Okla., has inaugurated a purchasers’ pro- 
tective department and announces the 
appointment of R. M. Browning as its 
director. Mr. Browning is widely known 
in insurance circles. The new depart- 
ment issues protective insurance on 
automobile business. 


National L. & A. Promotions 


I. Blumenfeld of Chicago No. 2, and 
E. Garner of Wichita Falls have been 
promoted to superintendencies in their 
respective districts by the National Life 





partial disability up to six months. In- 
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HOLD LOS ANGELES MEETING 


University of California Establishes Life 
Insurance Course—Membership 
Drive Shows Results 


LOS ANGELES, May 31.—Approxi- 
mately 150 members and guests attended 
the dinner meeting of the Los Angeles 
Association last week. Following the 
dinner a brief musical program was 
given by Percy McNab of the Phoenix 
Mutual Lite and Fred Stout ot the Kan- 
sas City Life. The meeting was then 
called to order by President Kellogg 
Van Winkle and the first subject tor 
consideration was the membership drive 
which was recently undertaken. Secre- 
tary Rasmussen reported the receipt of 
40 new paid applications for membership 
and pledges from workers in the drive 
of 38 additional, which would bring the 
total membership to 356. The drive 
will continue for a few weeks longer 
and every member was urged to obtain 
at least one new application for member- 
ship. 

. Establish Insurance Courses 

Reference was made to the school for 
life insurance which has been held at 
the University of California, Los An- 
geles branch, and which was a very 
definite success, 63 members graduating. 
As a result of this good work the Uni- 
versity of California has decided to in- 
clude in its regular schedule of studies 
two courses on life insurance this fall. 
This is considered a very effective step 
forward in view of the great need for 
trained life insurance salesmen and a 
real victory for the association in so 
actively enlisting the interest of the uni- 
versity. 

The subject of advertising the associa- 
tion and the work of the life underwriter 
was discussed and a report thereon was 
read by Roy H. Sheldon, of the Equi- 
table Life of Iowa, chairman of the com- 
mittee appointed to consider the various 
details of the problem. After hearing 
the report it was decided to obtain fur- 
ther information as to the cost of adver- 
tising and methods of meeting the ex- 
pense that would be involved in an un- 
dertaking of this character. The need 
for such publicity was admittedly very 
great. General Agent Adams of the 
Reliance Life, formerly of Cleveland, 
was called on for a few remarks and 
spoke briefly, outlining the manner in 
which the Cleveland association has 
solved this problem very effectively and 
with substantial advantage to its mem- 
bers. 

Guardian Life Man Speaks 


The first speaker on the entertain- 
ment program was Les Roscoe of the 
Equitable Life of lowa, whose subject 
was, “Motivating or Actuating Men to 
Apply for Life Insurance.” His remarks 
were based largely on his own experi- 
ence in the field and therefore of prac- 
tical value to other life underwriters. 

“The Get-Away and Laying the 
Ground for Future Business” was the 
subject of an interesting as well as hu- 
morous address by Charles K. Brust, 
general agent of the Guardian Life, who 
related several instances in his own expe- 
rience of cases wherein by keeping in 
touch with and rendering extra service 
to policyholders, even if such service fre- 
quently were wholly apart from life in- 
surance, additional business in a sub- 
stantial volume had been obtained. 

“The Needs of the Prospect” was the 
subject of an interesting presentation by 
L. C. Appleman of the Massachusetts 
Mutual Life, in which he discussed in 
detail the preparation of insurance pro- 
grams that fit the needs of the average 
man, with the modifications suggested 
by particular con#litions and circum- 
stances. 

Dwight Brooks of the Aetna Life 


Time.” He explained methods he has 
found effective in systematically prepar- 
ing a schedule for the purpose of con- 
serving time and obtaining the most 
valuable results from the hours devoted 
to work. 

ees 

Peoria, Ill—Ralph C. Lowes, Sr., 
general agent for the Lincoln National 
Life, was unanimously reelected presi- 
dent of the Peoria association at the 
annual meeting last week. Dan S. An- 
derson, Northwestern Mutual, was 
named vice-president and Charles E. 
Thompson of the Travelers Life was re- 
elected secretary-treasurer. Jules Giar- 
din, Phoenix Mutual, Chicago, a life 
underwriter for 38 years, was speaker 
at the meeting. Sessions have been dis- 
continued for the summer but will re- 
sume in September with a picnic fol- 
lowed by a sales congress in October. 

*x* * * 

Binghamton, N. Y.—‘‘Security Mutual 
Night” was celebrated by the Bingham- 
ton association at the May meeting. 
Fred R. Brunner, actuary of that com- 
pany, was the chief speaker. He con- 
ducted an open forum for a discussion 
of various proposed changes in the in- 
surance laws of New York. The asso- 
ciation voted to invite the New York 
State association to hold its annual sales 
conference in Binghamton next year. 

Edwin H. Walker, a Colgate graduate, 
was delegated as chairman of a com- 
mittee to visit Colgate University with a 
view to interesting the governing body 
of that institution in the matter of es- 
tablishment of a course in insurance 
there. The course would be established 
as a memorial to the late Edward A. 
Woods of Pittsburgh, one of the leaders 
in the National Association of Life 
Underwriters. 

Stewart H. Morse, assistant trust offi- 
cer of the City National Bank of Bing- 
hamton, spoke on “Trust Functions Sim- 
plified.” 

* * * 

Utiea, N. Y.—Frank H. Wenner is new 
president of the Utica association. Other 
officers are: Vice-president, Gerald L. 
Wheaton; secretary and _ treasurer, 
Thomas B. Bowne. Plans are being made 
for the annual outing June 21. 

* * * 

Lincoln, Neb.—Chester B. Dobbs, late 
president of the Lincoln association, was 
given a farewell dinner by members of 
that organization and the executives of 
the local life companies. Mr. Dobbs has 
resigned as district manager for the Mu- 
tual Benefit Life and goes to Flint, Mich., 
te take charge of supervision of agents 
for the southern part of that state. Each 
of the members present made a brief 
speech expressive of their regret over 
Mr. Dobbs’ departure and in apprecia- 
tion of his work as club executive and 
as an insurance man. 

* * * 

Springfield, O.—Dr. C. E. Schilling, 
medical director of the Ohio State Life, 
in an address before the Springfield As- 
sociation declared that the relationship 
between the field men and the medical 
department should be built upon a solid 
foundation. Some of the stones in this 
foundation, he declared, should be mu- 
tual confidence, mutual understanding, 
agreement as to ideals and friendliness. 
Dr. Schilling said that there should be 
some knowledge on the part of the sales- 
men as to the difficulties in the selection 
of risks and there should be some 
knowledge on the part of the medical 
department of the difficulties in getting 
the signature on the dotted line. Each 
department should understand the atti- 
tude of the other. A willingness on the 
part of all concerned, Dr. Schilling said, 
to discuss any and all facts of under- 
writing at all times would lead to har- 
mony between the salesmen and medical 
examiner, harmony between the medical 
examiner and the medical director, and 


harmony between salesmen and the 
medical department. 
*x* * * 


Topeka, Kans.—The Topeka associa- 
tion held its annual election last week. 
There was a spirited contest for the offi- 
cial positions of the association. The 
following are the new officers: President, 
W. H. Luellen, general agent, Peoria, 
Life; vice-president, Cecil K. Dean, Cen- 
tral States Life; secretary, C. L. Gregg, 








spoke on “The Value of the Agent’s 


Fidelity Mutual Life; directors, A. T. 
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ei? General Agent Wanted 
In Ohio 





Ohio has: Over six million people. 


Six hundred fifty thousand families with tele- 


phones. 
One million two hundred and fifty thousand 
automobiles. 


The total county wealth factors of Ohio represented by 
manufactured, mine and fishery products, crops and live 
stock, are over two billion eight hundred million. 

The territory open in the state for a general agency is in a 
prosperous farming, manufacturing, merchandising and in- 
dustrial section. 

Territory affected less by adverse business conditions than 
perhaps any other section in the United States. Prospects 
in winter, summer, spring and fall. 

An unusual opportunity for an experienced salesman who 
seeks promotion. For information write: 


The Ohio National Life 


Insurance Company 
T. W. Appleby Cincinnati, Ohio 


E. E. Ki é 
President Kirkpatrick 


Sup’t of Agents 





—, 






































YOUR OPPORTUNITY 


Are you ready te broaden? 





Regional Manager or General Agent. 
Splendid inducements. 


We have had 21 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—lIowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual. 


e Address D-33 
Care The National Underwriter 
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Wanted 


Producers who can take ad- 


The 7 


vantage of 


the organized 


training plans, prospect leads 


Company 


and selling helps furnished by 


this company. Will be given 
territory rich in potential busi- 


of 


Co-operation 


Des 


ness. 


Moines 


Interested? 


Write for openings! 


Life 


& Annuity Company 


J. J. Shambaugh, President 


DES MOINES, 


IOWA 











A prompt inquiry 
by return mail ex- 
pressing your de- 
sires or ambition 
will bring infor- 
mation that will 
enable you to cash 
in on your ability 
= nd experience 
a_ profitable 
hate NOW—not 
SOMETIME. 








LIFE OPPORTUNITY 


Attractive agency contracts available for experi- 
enced or inexperienced salesmen in 


Participating 
Low Net Cost Policies. 


District Agencies or General Agencies 
of your own. 


Replies strictly confidential 


The LIBERTY LIFE 


INSURANCE COMPANY 
Topeka, Kansas, 


A. MOORE, PRESIDENT . 
F. A. Ferguson, Agency Vice President 


KANSAS 
NEBRASKA 
MISSOURI 
ILLINOIS 
TEXAS 
ARKANSAS 
ALABAMA 
COLORADO 
WASHINGTON 
OREGON 
CALIFORNIA 


and Non-Participating 














Kirchner, 
National! 


Cropper, Aetna Life; D. A. 
Pacific Mutual; E. A. Tirrill, 
Life of Vermont. 

The association has 
usually prosperous year as was shown 
by the marked increase in membership 
and the greater interest in the meetings 
of the association. 

*x* * * 


Richmond, Va.—The agents and man- 
agers of the Richmond association have 
effected an organization to be known as 
the Life Managers and General Agents’ 
Round Table. This organization will 
meet from time to time as the occasion 
demands for discussion of subjects bear- 
ing on ethical standards and practices 
generally in the business. 

Officers were elected as follows: G. 
W. Diggs, Penn Mutual, chairman; T. P. 
Reynolds, Prudential, vice-chairman; T. 
Pryor Campbell, National of Vermont, 
second vice-chairman; S. B. Love, Mutual 
of New York, secretary-treasurer. These 
with the following constitute the execu- 
tive committee: C. B. Richardson, Massa- 
chusetts Mutual; A. O. Swink, Atlantic 


enjoyed an un- 


Life and E. H. Perkins, Provident Mu- 
tual. 
* * * 
Miami, Fla.—Miami association mem- 


bers at the last meeting enjoyed a deep 
sea fishing trip. After devoting a part 
of the day to sport a business meeting 
was held on the boat. Officers were 
elected and installed. They were: Harold 
G. Sweet, president; W. J. Brown, vice- 
president; L. P. McEwen, treasurer; Oren 


D. Prichard, Charles W. Quinn, Rex 
Daniels, G. M. Wulbern, B. F. Forbes, 
William M. Seay and Harvey R. Payne, 
directors. 

*x* * * 


San Francisco.—Ottocar H. Martinsen, 
retiring associate general agent of the 
Aetna Life at San Francisco, was the 
principal speaker at the monthly meet- 
ing of the San Francisco association. 

Mr. Martinsen explained the gathering 
of the detailed information involved in 
his “survey system” and told how all the 
assets, liabilities, hopes and ambitions of 
the prospect are taken into consideration 
in formulating the insurance plan which 
is later presented. 

Clarence W. Peterson, vice-president 
of the association and manager of the 
Phoenix Mutual, presided at the meeting 
in the absence of President Holman. 
Several new members were admitted. 

ee =@ 

Columbus, O.—Two tickets to be 
known as the participating and non-par- 
ticipating, each with a definite policy to 
insure the life and continued success of 
the organization, will be voted on at the 
June meeting of the Columbus associa- 
tion. At the last meeting, President H. 
E. Chipman named two nominating com- 
mittees, one to be composed of Ralph W. 


Hoyer, M. D. Donham and Stephen R. 
Fraher and the other with John G. Bel- 
knap, Arthur T. Case and Arch E. 


Houstle as members. 

Threats to place a health and accident 
ticket in the field brought the response 
that it would not be very healthful for 
those who ran on it and it would be an 
accident pure and simple if it were 
elected. 

“Indirect Salesmanship” was discussed 
at the meeting by Prof. Felix E. Held, 
secretary of the department of commerce 
of the Ohio State University. The great 
mass of business correspondence is me- 
diocre, Dr. Held declared. An untold 
amount of business is lost, he asserted, 
because of poorly written letters and he 
predicted that the time will soon come 
when business executives, hooking up 
with the waste elimination movement, 
will give as much attention to their cor- 
respondence as they do to other phases 
of their business. 


KINGSLEY HEAD OF 
PENNSYLVANIA BODY 


(CONTINUED FROM PAGE 3) 


day were Charles H. Graff of Harris- 
burg, deputy commissioner of insur- 
ance; Col. Harry C. Fry of Pittsburgh, 
Senator George T. Weingartner of New 
Castle, Former Commissioner Thomas 
B. Donaldson, Henry Swift Ives of 
Chicago, M. B. Cohill of Pittsburgh, 
Gwilym A. Price of Pittsburgh, Edward 
Bartlett of Baltimore, George C. Towie 
of Newark, James E. Harlan of Pitts- 
burgh, Edward C. Jamieson of Phila- 
delphia, Walter W. Ivey of Pittsburgh 
and a number of others. The conven- 
tion closed Tuesday night with a ban- 
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quet addressed 1 by Capt. slate O’Hay, 
nationally known soldier of fortune. 
President William S. Diggs was de- 
lighted with the outstanding success of 
the convention, and the various officials 
have commented freely upon the suc- 
cess of the affair. Allentown, Pa., will 
be the scene of the 1929 convention. 


Push County Memberships 


One feature stressed in the business 
meeting today is that the future county 
memberships will be pushed instead of 
state memberships. The county mem- 
bership will automatically make the 
membership a part of the state organiza- 
tions. For the next year the life in- 
surance end will be featured, the officers 
for the coming year being life insurance 
men, 

Col. Mathew H. Taggart, Pennsyl- 
vania commissioner, failed to make his 
promised appearance at the convention 
and as a result what was to have been 
an interesting session with Colonel Tag- 
gart concerning the licensing of agents 
in this state did not materialize. Colonel 
Taggart is in France attending the 
dedication of Pennsylvania war me- 
morials. His deputy, C. H. Graff, is here 
as a visitor only, but promised to make 
a short adress. 


PROBLEMS OF BUSINESS 
DISCUSSED BY MILLIGAN 
(CONTINUED FROM PAGE 3) 
ness for the companies. “I am convinced 
that when you go over 25 percent of a 
man’s income on life insurance premiums 
you are treading on dangerous ground.” 


Deplores High Lapse Ratio 


“I think,” said Mr. Milligan, “that the 
question of writing the cheapest insur- 
ance has gone too far. 1| believe today 
that there is a definite place for endow- 
ments and limited payment life. I think 
you will find with the continued growth 
of insurance that you will find a readier 
field in the future for long term endow- 
ments. 

“Another thing that we are up 
against,” said Mr. Milligan, “is the giv- 
ing of insurance for advertising purposes. 
Our business is too great a business, too 
dignified a business for us to give it 
away like a coupon with a package oi 
cigarettes.” 

Mr. Milligan deplored the high lapse 
ratio. He said that he believed that 
when the business life of the agent is 
prolonged the lapse record will improve. 
A man in the business to stay is not 
afraid to spend a little time calling on 
a policyholder and keeping him inter- 
ested in the policy. 

In conclusion, Mr. Milligan told th: 
agents to consider their business. im 
the highest sense of the word, a profes- 
sion. He urged them to take the respon- 
sibilities in cleaning out the evils in the 
field work. He said it was up to them to 
stamp out the abuses like rebating and 
see that every man comes in to the busi- 
ness to stay. 


Validity of Illinois Law Questioned 


The Supreme Court of Illinois has 
been asked to pass upon the validity of 
laws passed by the last regular ses- 
sion of the Illinois general assembly 
forcing the reincorporation of mutual 
benefit insurance associations. 

These laws in effect have forced all 
mutual benefit insurance companies and 
associations to disband. The companies 
were permitted to reorganize under 
stricter regulations, but persons of cer- 
tain advanced ages were not permitted 
to become members. 

William J. Brown, 73 years old, of 
Centralia, Ill., has filed the case in the 
Supreme Court, claiming that he was 
deprived of his property rights without 
due process of law. He further con- 
tends that the new laws are unconsti- 
tutional because they are class legisla- 
tion, compel reorganization without 
consent of the members. The Marion 
county Circuit Court recently declined 
to entertain Brown’s suit for want of 
equity. 
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RESPONSIBILITY OF 
AGENT IN SELECTION 


(CONTINUED FROM PAGE 3) 


selection for the roulette wheel or the 
galloping dice. 

“I think I know the American insur- 
ance agent; I think I know the American 
insurer. Barring their temperamental 
moments, and getting down to their in- 
nermost feeling in respect to under- 
writing, I do not believe that they want 
their insurance companies to depart from 
the paths of sanity and safety in under- 
writing. I know, however, that they are 
irreconcilable in their demand for the 
application of common sense to under- 
writing problems. Common sense is 
heedful of Grover Cleveland's famous 
dictum—We are confronted by a condi- 
tion, not a theory.’ 

“I believe that underwriting consti- 
tutes the most vexing problem which 
every branch of insurance faces. It is 
certainly, the source of more friction 
than any other. Much of this friction 
can be eliminated. 


Laurels for Volume Writers 


“The agents must be educated to feel 
a genuine responsibility for underwriting 
results. The great volume emphasis 
which has been the dominant motive in 
insurance thought in America must give 
way in some measure to a better bal- 
anced stress upon the character of the 
business that is offered. The attitude of 
the average agent has been that it is his 
business to get the applications and it is 
the company’s business to pass on them. 
The pressure of companies for volume 
has done more than anything else to 
create this attitude of mind. Record- 
smashing volumes of business have been 
secured too often at the price of unwise 
and unsafe selection at the source. The 
whole tendency of insurance has been to 
make heroes out of those agents who 
produced the most business, and to over- 
look those less spectacular producers 
who, year in and year out, have abstained 
conscientiously from cramming the hop- 
pers of their companies with unseasoned 
grist. We must build up in our com- 
panies a spirit of appreciation for 
these conscientious selectors of business 
that will equal the homage now almost 
exclusively received by those volume 
hounds who, without discrimination, pass 
the responsibility of selection over en- 
tirely to their companies, in the spirit of 
that French king who cried, ‘After me, 
the deluge!’ 


Two Theories of Government 


“I sometimes think that the operation 
of an insurance company presents similar 
problems to those which attend the man- 
agement of a nation. There are two 
theories of government which are advo 
cated for the United States. One is to 
have a strong central government to 
which the people delegate the respon- 
sibility of managing the country. The 
other theory would decentralize the con- 
trol by dividing the responsibility be- 
tween the people and those who occupy 
official station. Now, in insurance man- 
agement, only one similar theory has 
been tried out to any extent—namely, 
that of a strong home office, or central 
control, coupled with almost entire as- 
sumption of responsibility by the officers 
and directors. The underwriting under 
this plan is under the almost complete 
control of the home office. This system 
brings about a tendency toward w hat I 
may call ‘absentee underwriting,’ that 
is, underwriting by the home office, hun- 
dreds, or even thousands, of miles re- 
moved from the risks they are underwrit- 
ing. Selection at the source is not en- 
couraged by this plan, and yet, selection 
where the risk can be seen and known 
has much to commend it, in contrast to 
selection from a distance, where only 
papers descriptive of the risk are avail- 
able. 

Must Share in Selection 


“So the other theory, that of joint re- 
sponsibility in underwriting, ought to be 
considered by the different types of in- 














surance companies, responsibility that is 
recognized by the agent as well as by 
the compnay, for the underwriting re- 
sults; responsibility that is assumed by 
the agents, not dodged by them and 
passed on to their companies. 

“Now, I do not want to be misunder- 
stood on this matter. I am not advocat- 
ing a larger authority for agents in 
passing upon risks which they submit. | 
am advocating the abandonment of the 
feeling which too generally prevails 
among agents that proper selection is no 
concern of theirs, but is ‘up to the com- 
panies.” I am advocating that companies 
should lay upon their agents the respon- 
sibility for selection, in equal or greater 
measure as that responsibility is laid 
upon companies, but that option of ac- 
ceptance or declination should continue 
to be the exclusive function of the home 
offices. 

Final Say With Company 

“The agent has a financial interest in 
the acceptance of the business which he 
writes. He should not be permitted to 
pass finally upon his own risks; but he 
should be held measurably responsible 
for the character of business he submits, 
and for the underwriting results which 
follow. While the final acceptance or 
rejection function is that of the home 
office, it must not be forgotten that there 
is also a primary acceptance and rejec- 
tion function which inherently belongs to 
the agent—but which neither he nor the 
companies sufficiently recognize or 
utilize. The home office acceptance or 
rejection function is exercised after 
business is submitted by the agent, 
whereas the agent’s acceptance or rejec- 
tion function is possible of use before 
the risk is written. An agent may reject 
a case simply by refusing to write the 
risk, or by refusing to solicit it. He may 
determine whether to accept or reject 
a risk only by securing all possible in- 
formation about that risk before even 
soliciting the business, or, least, before 
submitting it to his company—so that 
one of the important phases of develop- 
ing this habit of risk selection before sub- 
mission of the application to his com- 
pany, is insistence upon the agent’s se- 
curing fuller information before making 
his insurance sale. 

Judgment Subject to Bias 


“The financial interest of the agent in 
whether insurance is granted or not, 
renders it unwise to extend a fuller grant 
of authority to him in matters of under- 
Writing, whereas extending him a fuller 
grant of responsibility for underwriting 
results is essential for better selection 
at the source. I do not mean to imply 
that the bulk of insurance agents would 
dishonestly permit their financial inter- 
est in a risk to prejudice them for a risk. 
But no judge can preside over a case in 
which he has a financial interest, and no 
insurance agent, however great his in- 
tegrity, should sit in final judgment on 
his cases. There is an unconscious bias 
which seems to arise in the most con- 
scientious agent in favor of his own 
risk. Love is too often blind, and so 
too frequently the agent is blind in re- 
spect to the deficiencies of his own cases. 
The insurance agent has essentially an 
advocate’s temperament, and not the 
temperament of a judge, and the advo- 
cate is inclined to see only his own side 
of an issue. But if he be impressed with 
the stern necessity for protecting his 
company’s underwriting, that talent for 
advocacy which constitutes his basic 
sales ability, may be turned toward con- 
vincing improper customers that their 
business should not be submitted, just 
as it is used in securing good business. 
Our agents have the urge to sell; we must 
give them, as well, the urge not to sell, 
or even to unsell, where the risk might 
get by the home office, but should not 
get by the agent. 

Both May Be Right 


“Often the agent feels that the home 
office is arbitrary in its underwriting 
decisions, and the home office likewise 
frequently feels that the agent is unrea- 
sonable in his expectations. Both points 
are frequently well taken. Let me 
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Accident Insurance, 
An Asset in Selling Life 


A contact which led to the 
sale of a group policy involv- 





ing several millions of insur- 
ance was established through the sale of an 
accident policy. 


This was spectacular and unusual but it 
is the common experience of the life sales- 
man to find that time spent on accident in- 
surance helps his individual life production. 


This benefit is in addition to the excel- 
lent income return derived from the acci- 
dent business itself. 


Connecticut General 
Life Insurance Company 
Hartford, Conn. 







































WANTED 


Three (3) good agency organi- 
zers; one for each of the following 
named states: --- Iowa, Missouri 
and Kansas. Unless you can sell 
Life Insurance successfully and 
acquire agents, who can produce, 
do not apply. Company is loca- 
ted in the Middle West. 

For further information address 
The National Underwriter, 
D-99 
Chicago, I]linois 

and give references. 
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suggest a remedy or two. Both agents 
and home office people ought to de- 
velop a better sporting attitude toward 
underwriting. Business is, after all, a 
great game, a magnificent sporting event. 
If the umpire calls the runner out, the 
runner, if he be a good sport, is not 
going to lambast the umpire; and if the 
fan in the bleachers be a good sport, he 
will not hurl a pop bottle at the umpire; 
and if the umpire be a good sport he 
will not call the runner out unless he is 
thoroughly convinced beyond a shadow 
of a doubt that the runner is out.” 


LEGAL ASPECTS OF 
GROUP INSURANCE 
(CONTINUED FROM PAGE 8) 


employer and employes were to obtain 
by their joint efforts. It was not some- 
thing the employer was engaged in get- 
ting as a representative of the insurer. 

Cooperation between employer and 
employe was manifestly expected by the 
insurer. But that cooperation was en- 
tirely on behalf of the insured. Hav- 
ing furnished to the party acting 
for and in behalf of the employes 
full and accurate information as to the 
terms of the contract it would make, the 
insurer would not be required to go 
further or be held responsible for the 
way in which the employer imparted the 
information to the employe tor whom 
the employer was acting. If the em- 
ployer failed of this duty, the employe 
might have a cause for complaint against 
his unfaithful representative, although 


he would have none against the third 
party with whom the _ representative 
dealt. Employer and employe are 


inescapably yoked together in the under- 
taking; and when the insurer told the 
employe, in his individual certificate, that 
the full terms of the contract were stated 


in the policy held by the employer, it 
discharged its duty to him in a reason- 
able way.” 


Defines Soliciting Agent 


Mr. Hobbs said that some difficulty 
may arise in connection with the statute 
making the soliciting agent in all cases 
the agent of the insurer. The New 
Hampshire statute is as follows: “Any 
person who shall solicit an application 
for insurance upon the life of another 
shall, in any controversy between the 
assured, or his beneficiary, and the com- 
pany issuing any policy upon such appli- 
cation, be regarded as the agent of the 
company and not the agent of the 
assured.” 

“Many other states have the same 
statute,” said Mr. Hobbs. “In a non- 
contributory group, where the employer 
pays all the premiums, there is of course 
no solicitation of the employes, but in 
contributory cases some sort of a can- 
vass is necessary. It is common prac- 
tice, in placing contributory groups for 
representatives of the insurance company 
to make the first canvass. When new 
employes are added, however, a person 
in the employ of the employer usually 
secures the salary deduction order and 
whatever information is necessary from 
the employe. If the new employe is re- 
quired to take out the insurance as @ 
condition of his employment, then 1 
think it could not be satd there was any 
solicitation. But if taking the insurance 
is optional and he is actually solicited 
it is difficult to see what could prevent 
the statute from applying. Since, how- 
ever, a medical selection is not involved, 
I do not apprehend any great difficulty 
from this source. It is ordinarily im- 
material what the physical condition of 
the employe may be, and therefore there 
is little opportunity for the soliciting em- 
ployer to prejudice the company. It is 
rather in cases involving termination of 
the insurance that the companies must 
avoid being charged with responsibility 
for the acts and representations of the 
employer and his agents. In such cases 
the person soliciting the insurance would 
not ordinarily be involved 


Termination of Employment 


“One of the characteristics of group 
insurance which distinguishes it from 
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ordinary insurance is the 
termination when employment is term- 
inated. It is vital to the success of 
group insurance that the term of the 
insurance be not lengthened by a strained 
construction of the contract. The effect 
of termination of employment appears 
to have been first considered in the case 
of Chrosnisk vs. Metropolitan Life 
(1923) 201 N. Y. Supp. 211, 121 Misc. 
453, 61 Ins. L. J. 404. The policy con- 
tained the usual clause giving the in- 
sured employe the right, within 31 days 
after termination of employment, to have 
issued to him an individual policy. The 
deceased employe was a member of a 
union which called a strike, and quit 
work when the strike was called. His 
beneficiary claimed that by virtue of the 
31 day clause he was insured for 31 days 
after quitting, and furthermore that the 
iuisurer never canceled the insurance as 
to him, but the court held that the de- 
ceased was legally obligated to know his 
rights as to demanding an _ individual 


policy, and that no cancellation by the 
company was necessary to advise him 
as to that.” 


Notice Not Necessary 


Other cases were cited by Mr. Hobbs 
dealing with: this subject. “In Stoner 
vs.. Equitable Life, N. Y. (Court of 
Common Pleas of Dauphin County, Pa., 
1924) 28 Dauphin County Reports 235, 
the employer’s plant was shut down. 
However, an announcement was made 
to the employes that operations would 
be resumed as soon as trade conditions 
justified. It did not, however, again 
resume operations. The employer noti- 
fied the insurance company to terminate 
the insurance. Nearly two months later 
Stoner died, being over the age limit 
for conversion. It was claimed by the 
plaintiff, his beneficiary, that there was 
no termination of employment, reliance 
being placed apparently upon the fact 
that only a temporary shut down had 
been intended, but the court held that, 
one paid upon an hourly basis cannot be 
said to be in the employment of his em- 
ployer so as to keep alive a policy of 
this character, where the plant has been 
shut down indefinitely and ceased opera- 
tions for a period of more than a month 
and a half. The court also held that no 
notice to the employe of termination of 
insurance was necessary, the employer 
having reserved the right to terminate, 
and the policy being terminated by non- 
payment of premiums.” 


Failure to Pay Premiums 


The termination of insurance by fail- 
ure to pay premiums was brought up 
by Mr. Hobbs. The ordinary group 
contract is renewed from year to year 
and terminated at the option of the em- 
ployer. Premiums are payable in ad- 
vance with the usual provision for grace. 
An attempt was made in the case of 
Thompson vs. Pacific Mills and Aetna 
Life (141 S. C. 302, 139 S.E. 619 70 Ins. 
L. J. 30) to hold the insurance company 
liable after the policy lapsed by nonpay- 
ment of premium. The annual premium 
came due but it was not paid, the em- 
ployer having substituted a death benefit 
plan of his own. The policy provided 
for a month’s continuance. The trial 
judge was of the opinion that since the 
policy was renewable from year to year 
an extension for one month beyond the 
vear would create an implied agreement 
that it would remain in full force and 
effect for another year. However, the 
Supreme Court refused to read any such 
agreement into the contract. It holds 
that since there were not further pay- 
ments of premiums the policy became 
automatically cancelled. 


Liability of Employer 


“Another thing which appears to me 
vital,” said Mr. Hobbs, “to the success 
of group insurance is that the employer 
shall not become involved in any un- 
looked-for liability.§ Employers do not 
buy group policies of necessity, as in 
the case of workmen’s compensation in- 
surance. If they find group insurance 
means litigation between employer and 
employe it will fall into disrepute. For- 
tunately the cases involving possible lia- 
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bility of employer to employe are almost 
uniformly favorable to the employer. 

“The case of Carpenter vs. Railroad 
Company (1898), 21 Ind. App. 88, 51 
\. E. 493, arose under a group accident 
policy. An action was brought by the 
heirs of the deceased employe against the 
employer. A demurrer by the employer 
was sustained, and upon appeal the 
Appellate Court held that there was no 
contract of insurance between the em- 
ployer and employe. The contract was 
between the employer and the insurer, 
and in the absence of any breach on the 
part of the employer, the action would 
lie only against the insurer. 


Judgment Against Company 


“Gallagher vs. Simmons Hardware 
Company (St. Louis C. A. 1924), 214 
Mo. App. 111, 258 S. W. 16. The 


Simmons Hardware Company took out 
a group policy on the lives of its em- 
ployes, and wrote the usual letter to 
each of its employes, advising them of 
their insurance coverage, and stating that 
in event of death of the insured while 
still employed and while the policy con- 
tinued in force, the amount of the in- 
surance ‘would be paid by us to those 
you leave behind.’ Action was brought 
by the beneficiary of a deceased employe 
against the hardware company and the 
insurance company. The plaintiff dis- 
missed as to the insurance company, and 
obtained judgment against the hardware 
company. 


Employer Not Liable 


“On appeal the judgment was re- 
versed, the court holding, ‘The certificate 
mailed to him (the employe) by the 
hardware company was merely a state- 
ment by the hardware company that he 
was included in this group policy, and 
that it was issued for his benefit as well 
as other employes; and upon the theory 
that, where one person, for a valuable 
consideration, makes a promise to an- 
other for the benefit of the third person, 
such third person may maintain an action 
upon the promise or contract, plaintiff 
could recover against the insurance 
company if there was any liability.’ The 
court held that when the plaintiff dis- 
missed as to the insurance company, he 
closed the only avenue he could possibly 


have to a recovery. 
“Wheeler vs. Monsanto Chemical 
Works (St. Louis C. A. 1924) 263 S. W. 


881, is to the same effect. In this case 
the employe’s certificate was issued by 
the employer alone, and recited the tak- 
ing out of the policy with the insurance 
company and stated that the ‘amount of 
insurance . .. will be paid to the person 
named by you in writing.’ In an action 
by a beneficiary against the employer, 
it was held that this did not constitute 
a contract of insurance between the em- 
ployer and employe, and that if there 
were any cause of action at all it would 
be against the insurance company.” 


W. M.FIVEYFSUGGESTS 
NEW!WRITING*METHOD 


(CONTINUED FROM PAGE 5) 

up and invariably they agree that such 
cases show themselves within one year. 
Also, bad physical risks on account of 
pre-existing diseases, usually show up 
within one year. If this is true, why 
not a policy non-cancellable and incon- 
testible after it has been in force say 
one or two years? I believe this would 
eliminate at least 90 percent of the un- 
desirables, especially if proper care were 
given in the selection of risks in the 
first place. 

“This business cannot be revolution- 
ized over night. Large agencies and 
companies already established must not 
be slaughtered or Sacrificed but the 
time has come for each agent and com- 
pany to begin gradually the adjustment 
of their business. It can be done by 
the use of a non-cancellable policy 
offered only to selected risks, by trans- 
ferring your choice business of the 
agency or company to permanent and 
non-cancellable forms, and in this way 
your entire structure slowly rebuilt. The 





number of the 
agents are now demanding policies that 
will actually do what the buyer expects 


public and a great 


them to do. The health and accident 
salesman of the future must sell his 
wares to cover an actual need and cease 
to be a peddler. He must have a reason 
for the sale of each policy other than the 
fact that it is something different from 
all others.” 
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(CONTINUED FROM PAGE 10) 


call for greater or 
smaller allotments of time constantly. 
Having the president of the national 
association in New York, it is most con- 
venient for those holding any meeting 
or conference insurance-wise to call 
upon him to preside or at least confer 
and lend the weight of his counsel and 
prestige of office. With the result that 
he is a man whose time is being given 
unstintingly and seemingly exclusively 
to the work of that important office. 
And during his tenure of office, he has 
had before him some of the most im- 
portant problems the business has taken 


administer, which 


under consideration, among others, the 
bank agency question, the matter of 
agency relationship to the proposed 


adoption of the American Men table of 
mortality, trust company cooperation. 

* * * 
INTRODUCING “THANK YOU PETE” 


Peter M. Fraser, New York general 
agent for the Connecticut Mutual Life, 
“Thank You Pete” as Charles Gilman 
of Boston characterizes him, is probably 
one of the most energetic men in the 
business. Mr. Gilman’s new title for 
“Pete” Fraser, given at last week's din- 
ner of the Fraser agency, has a meaning 
which is well known to those who have 
visited his headquarters of activity. As 
Mr. Gilman said, there is no man in the 
business who is so difficult to inter- 
view. Except for a constant flood of 
“Thank you's,” the interview, once se- 
cured, is apt to be a pantomime of mo- 
tion, for Mr. Fraser is seldom in one 
place more than a few seconds at a 
time. Between his energetic side con- 
ferences with the passing dozens of co- 
workers and his persistent dashes about 
the office to handle necessary duties, he 
does, however, carry on an effective 
conversation—so effective that he is one 
of the most liked and best known life 
underwriters in the country, the key 
man of the New York association and a 
keen organizer, both in agency and as- 
sociation quarters. A young man, hav- 
ing built in 10 years an agency which 
has stepped from the bottom of the list 
to the peak, outranking all Connecticut 
Mutual offices in the country, he is an 
outstanding figure. And having built 
the New York association from an ac- 
tive organization of some 1,500 members 
to an enthusiastic body of nearly 2,500 
members, he is a ranking association 
worker. 

ee 6 


SHOW AUTO DEATHS 


Evidence of the increasing toll of the 
automobile is given in an analysis of its 
double indemnity claims made by the 
Equitable Life of New York. Over 40 
percent of claims are now in the group 
of either pedestrian or occupant auto- 
mobile accidents. During the past 16 
months 420 double indemnity claims 
have been paid by the company, of 
which 172 were automobile fatalities— 
or over 40 percent. The total paid in 
these 420 cases, over half of which had 
been in force less than five years, was 
$1,329,000. Since 1916, when the com- 
pany first adopted the clause, slightly 
over $10,000,000 has been paid to bene- 
ficiaries under policies carrying it. 

*x* * * 


SET ELECTION DATE 


The annual meeting of the New York 
Association of Life Underwriters will 
be held in the offices of the Johnson & 
Collins agency of the Travelers at noon 
June 12. At this time the officers nomi- 
nated at the last meeting of the season 
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June 1, 1928 


will be considered and official business 
transacted. Gustav C. Wuerth of the 
Northwestern Mutual was named to 
succeed Peter M. Fraser of the Con- 
necticut Mutual Life. 
* * * 
FOUR MILLION PROSPECTS 


Territorial distribution of a very def- 
inite class of prospects for life insurance 
is shown by the Equitable Life of New 
York in a table drawn from the 1920 
census report. The table gives the 
number of homes owned and rented, by 
states. It brings out the fact that of 
the 23,500,000 families in the United 
States in 1920, nearly 13,000,000 were 
rent payers and 10,500,000 were home 
owners, over 4,000,000 of the homes 
being mortgaged. In the discussion of 
this in the current issue of the com- 

, —. : 

pany’s agency bulletin it is pointed out 
that each of these 4,000,000 owners of 
mortgaged homes should be a prospect 
for a very definite policy. To allocate 
the idea to each field, the number of 
such prospects by states was shown as 
follows: 

-—Owned 
State 
Alabama 
Arizona 
Arkansas 
California 
Colorado . 
Connecticut. 
Delaware... 
Dist. of Col. 
Florida 
Georgia 









ee 30,5 38, 
Illinois ‘ 370,22 i, 
Indiana .... 243,851 96 326,192 
Iowa . 205,115 119,289 239,880 
Kansas ..... 153,131 82,370 182,784 
Kentucky 209,239 9, 846 258.643 
Louisiana .. 94,420 24,515 248,802 
Maine ...... 80,540 25,979 73,860 
Maryland .. 94,695 60.857 160,219 
a 126,312 171,741 564,097 
Michigan ... 268,287 220,467 349.054 
Minnesota... 181,253 . 
Mississippi. . 97,473 
Missouri .... 229,129 
Montana ... 43,776 
Nebraska ... 99,715 
Nevada .... 7.795 
Yow Hamp 36,195 
New Jersey 101,59 
New Mexico 38,593 
New York.. 342,452 
No. Carolina 186,460 
No. Dakota 37,268 . 
Ohio bala ane 432,804 8! 
Oklahoma... 109,001 8 
Oregon . 66,491 5 
Penna. .. 490.653 5! 
Rhode Is... 19.889 8 
So. Carolina 80,911 6 
So. Dakota... 46.438 a 
Tennessee... 186,199 64,982 
Texas 291.089 GR.497 
ee: saeeees 38,842 RR.AGR 
Vermont ... 29.029 R5.706 
Virginia ... 187.547 231,563 
Washineton 106,799 TAVATR 
West Va 109.732 160.528 
Wisconsin 195,011 219 ARG 
Wyoming 14,167 2.271 
Total 6,522,119 4,059,593 12,943,598 
* * * 


SALARY SAVINGS GROWING 


The salary savings department of the 
Equitable Life of New York reports 
a notable increase in business this year. 
Thus far in 1928 the department has 
written a total of 4,868 applications for 
$8,533,703, bringing the total in f 
under the salary savings plan to nearly 
$40,000,000. This compares with 3,- 
057 applications for $4,882,382 in the 
same period of last year. The company 
reports that its business is showing con- 
sistent gains in this department, May 
production being even greater than in 
the previous months, 

Due to the growth of this depart- 
ment, the company has appointed John 
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Hyatt Downing as assistant to William 


H. Glines, agency assistant in charge 
of the salary savings development. Mr. 
Downing was formerly with the Kling- 
man agency of the Equitable at St. 
Paul. He also has achieved some 
prominence as a writer, having con- 
tributed to “Scribner’s Magazine.” 
. 2 6 
ENGELSMAN AGENCY GROWINS 


Ralph Engelsman, former star pro- 
ducer for the Equitable Life of New 
York, who opened a new general 


agency for the Penn Mutual Life early 
in the year, has been making note- 
worthy progress in the development of 
this agency. He has built an organi- 
zation of ten men thus far and is con- 
centrating his energies on the develop- 
ment of the agency force. May will 
close with over $300,000 paid for and 
it is a consistent business growth which 
should be reflected in monthly increases 
the rest of the year. As an indication 
of the type of agent he is developing, 
Mr. Engelsman has two in his staff 
who have been in the business but a 
few weeks, new to it, and yet now in a 
class with big producers. Sidney E. 
Williams entered the life insurance busi- 
ness and Mr. Engelsman’s office just 
three months ago and thus far has paid 
for over $200,000. A young lady, Miss 
Cecil E. Schultz, in the business only 
eight weeks, has written an application 
a week and in total has written 16 
applications for $84,000 in this short 
period. These two are products of Mr. 
Engelsman’s training and their start 
augurs well for their ultimate standing 


in the business. 
Mr. Engelsman was absent from his 
office last week, leaving Monday for 


Canada, where he spoke before both the 
Toronto and the Hamilton agents, lead- 


ing a question and answer discussion 
on life insurance at the association 
meetings in those two cities on Tues- 


day. Later he was one of the speakers 
before the state congress at 
Schenectady, N. Y 


Missouri 


sales 


State Life Gain 


In keeping with its record of prog- 
ress, the Missouri State Life issued 
6,000 more policies the first four months 
of this year than in the same period 
for 1927, a gain of 36.2 percent. 

The written business for the four 
months, ordinary and group, totalling 
$58,994,144, represents an increase of 
12.7 percent over the first four months 


of 1927. The company had 231,991 
policies in force, representing a total 
outstanding insurance April 30, was 


$793,271,708. 


Gem City Life Appointments 


Recent appointments of the Gem City 
Life are W. T. Thomas of Niles, O., and 
W. W. Rhodes of Middletown, O. The 
Gem City is going strong this year and 
is out for $30,000,000 in force by Dec 
31. It is increasing its insurance at the 
rate of $500,000 a month. 


Cedarholm with Sentinel Life 


H. O. Cedarholm has ben appointed 
assistant secretary of the Sentinel Life. 
Mr. Cedarholm has been in actuarial 
work for a number of years, having been 
with the Continental Life in St. Louis 
the National Fidelity of Kansas 
City before becoming associated with 
the Sentinel. 
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Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


Newark, N. J. 


Organized 1845 




















The Mutual Benefit Life Insurance Co. 








GLOBE MUTUAL LIFE 
INSURANCE CO. 


431 S. Dearborn Street Chicago, Illinois 


INCORPORATED BY THE STATE OF ILLINOIS 1895 


T. F. Barry, Founder 
CLAIMS PAID “ON SIGHT” 


POSE BARRY DIETZ, 
President 


WM. J. ALEXANDER, 
Secretary 
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NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
BOSTON MASS. 


Chartered 1835 Organized 1843 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a Duty and Enjoy a Privilege 


Do Our Standards Appeal To You? 
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great expansion. 











PITTSFIELD, MASS. 


BERKSHIRE LIFE INSURANCE CoO. 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of coopera- 
tion between HOME OFFICE and FIELD FORCE are responsible for our 


Territory open for connection with this fine old Massachusetts Company. 


BERKSHIRE LIFE INSURANCE CoO. 


Incorporated 1851 


1928 


FRED H. RHODES, President 











OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
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| MISS EMMA H. DITZLER TELLS HOW SHE | 


| SECURES CONSECUTIVE PRODUCTION | 


ANY women have flashed across 
M the life insurance horizon in recent 
years and established records of 
more or less permanence, but one of the 
most consistent records of production is | 
that being written by the only woman 
agent of the Fraser agency of the Con- 
necticut Mutual Life in New York City, 
Miss Emma H. Ditzler. It is claimed 
by Mr. Fraser as the world’s endurance 
record among women producers. Miss 
Ditzler now has a record of 175 weeks 
of consecutive, consistent production and 
she is still going strong, pledged not to 
permit a week to pass without a policy. 
At least one application a week has been 
her record and is her continued goal and 
three a week is her actual average. The 
175 weeks of consecutive production 
mean four years of writing an application 
a week, with a total of 150 annually. In 
1927, she won the president’s cup, 
awarded by the company for the greatest 
number of lives insured, adding to her 
laurels. 


Is One of Younger 
Women in Business 


Miss Ditzler has achieved this record 
in a very short time. She is one of the 
younger women in the business and her 
total sales experience has been the six 
years with the Fraser agency, four of 
which have seen this app-a-week record. 
She entered the field, slightly familiar 
with life insurance in principle, from a 
brief experience in the home office of 
the Mutual Life, but she was not long 
divorced from Louisville, Ky., her native 
city. In fact, she first undertook the 
work only after overcoming an innate 
prejudice against life insurance and life 
underwriters, created by the persistent 
funeral dirges sung to her father in 
Louisville by the parade of agents seek- 
ing to sell him a policy. She decided, 
however, to undertake this outside and 
less confining work and demonstrate that 
the business can be sold without talking 
death, old age or any of the other un- 
pleasant phases of life—which she has 
done. She talks only income and its ap- 
plication to the more pleasurable side of 
life. 


Works Almost Entirely 
Among Women Prospects 


Another interesting characteristic of 
Miss Ditzler’s work is that it is almost 
entirely among women. Most women 
who have achieved any degree of success 
have found a great share of their busi- 
ness from business men. This is not so 
in this case. Miss Ditzler has no an- 
tipathy towards men and she writes some 
of her business among them, but the 
bulk of her business comes from women 
and most of that from a certain portion 
of that classification, business and pro- 
fessional women. Defining her particular 
field even more closely, a great part of it 


_| 


; has originated among nurses. She has 
|found them very approachable and has 
| been able to fit their insurance needs 
| very thoroughly. And from them she 
has developed an elaboration of the end- 


NATIONAL 





| less chain system which has accounted | 


for much business. 


Uses Endless Chain 
Method to Great Profit 


As an example, about five years ago 
she wrote a graduate nurse of one of the 
larger hospitals and, after the details 
were completed, she asked the nurse for 
a few names of friends and other girls 
in her class. These were secured and, as 
a direct result of those names and other 
names secured from some on that list, 
more than 100 of her applications in the 
past year were from that single source. 
This is a striking case of the use of the 
endless chain method of approach, but it 
is one of the factors in Miss Ditzler’s 
success. She states that one need never 
be hesitant to ask for these names, for 
if proper service has been rendered in 
the sale, the policyholder is very glad to 
send the agent to someone else who 
might have equal need for the protection 
or savings plan. She cautions that the 
agent cannot expect the policyholder to 
stop his or her own work and plan the 
agent’s work, but the agent can, if neces- 
sary, suggest a way that this can be 
done. If the policyholder is asked for 
these names specifically, it is difficult for 
a refusal to be made. 


Two General Types 
of Women Prospects 


Miss Ditzler’s work falls into two gen- 
eral classifications, that among the 
younger girls, from 18 to 25, and that 
among the high salaried or professional 
women. And there is a difference in the 
approach, 
quently uses what she terms the “little 
savings account” approach. She uses a 
little bank and, using names of those by 
whom she was referred to the prospect, 
cites their satisfaction with this savings 
plan. The banks have proven attractive 
and in these approaches, the signature 
has almost invariably been secured on 
the first interview. This, of course, is 
true of most of her business, for she sel- 
dom finds it necessary to make repeat 
calls. There are certain professions 
where she has found it necessary, due to 
the argumentative nature of certain 
people as a result of their particular pro- 
fession. But in the majority of cases, 
immediate judgment can be passed and 
her presentation is acted upon at once. 


Talks “Income,” Not 
“Old Age Income” 
In the case of the second general 


group, the successful business and pro- 
fessional women, Miss Ditzler talks old 





age income—but under another label. As 


would be greatly desired. 


| The average woman 
| knowledge or appreciation of the institu- 
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in all other cases, she endeavors to elimi- 
nate all unpleasant considerations, among 
which classification “old age income” 
would fall in talking with most women. 
Thus, she merely calls it a business wo- 
man’s income policy and confines the in- 
terview to a discussion of that, even 
keeping in the background consideration 
of the amount necessary to save peri- 


odically to reach the desired goal. Reach- | 
| ing the major objections before they are | 


raised by the prospect, she points out 
that, even though she marry, this income 
Most of her 
work has been built about the one pro- 
fession, though by no means confined to 
it, but she believes that one can profit- 
ably seek out some certain profession | 
where the type could be more clearly 
approached and the energies devoted to 
the development of that intensively. In 
time, of course, the leads carry one out 
into many channels and the sources of 
business become very diverse, but as a 
starting point, this has been found valu- 
able to her. 


Uses Language of 
Prospect, Simple and Concise 


One feature of the approach used by 
Miss Ditzler is that she does not flower 
it with technicalities and mysterious tan- 
gents. She talks in the language of the 
prospect. Furthermore, she has a defi- 
nite proposal and makes this approach 
very concise. Simply and concisely pre- 
sented, it earns more consideration than 
one presented vaguely and in a compli- 
cated manner. She also realizes that the 
prime requisite is the confidence of the 
prospect and thus the agent must so 
have the interests of the prospect at 
heart that this confidence can be earned. 
has _ very little 


tion of life insurance and it is up to the 
agent to first secure confidence in the 
agent, who in the interview represents 
the company and the institution. 


t ludi 
In the first case, she fre- | Suggests Concluding 


Sale Without Delay 


Another point stressed by Miss Ditzler | 


is the advisability of securing the check 
with the application. She points out 
that women have been known to change 
their minds and thus it is advisable to 
have the policy paid for when the favor- 
able decision is once in hand. Miss Ditz- 
ler even goes further, cautioning those in 
the field not to always believe everything 
a woman says—citing a recent example 
of her own. She approached a young 
woman in a large clubhouse and was 
immediately told that she didn’t believe 
in insurance for women. Before the in- 
terview was concluded, an application 
was signed and as Miss Ditzler left, this 
applicant thanked her and said she had 


| always wanted a policy, but had never 
been 


solicited. Which indicated that 
women can make contradictory state- 
ments and the agent can profitably de- 
vote more energy to selling them than 
to studying the preciseness of their pass- 
ing comment. 
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|NORTHERN STATES TAKES 
OVER WESTERN RESERVE 


INDIANA COMPANIES MERGE 





Combined Figures Make Strong Show- 
ing on Assets, Reserves, Insur- 
ance in Force 





this week 
Northern 


Announcement was made 
of the reinsurance by the 
States Life of Hammond, Ind., of the 
Western Reserve Life of Muncie, Ind 
The contract has been approved by the 
| boards of directors of both companies 
| and by Commissioner Wysong of In- 
diana. The Northern States buys the 
| entire capital stock of the Western Re- 
| serve, which was $102,000, and takes 
| 
| 


over all of its business. The merger 
becomes effective June 28. 

The Western Reserve had assets of 
| $904,835 and the Northern States $4,103,- 
465, the combined figure being $5,008,- 
300. Reserves of the Western Reserve 
were $727,899 and of the Northern 
States $3,693,878; combined, $4,421,777. 
Insurance in force for the Western Re- 
serve was $6,624,209 and for the North- 
ern States $35,517,679, giving a total of 
$42,141,888 under the merger. 


Drageo Branch Office Head 


It is understood that one of the strong 
factors in bringing about the retirement 
of the Western Reserve Life was the 
recent death of H. H. Orr, vice-presi- 
dent and general counsel, and one of 
the influential men in the management 
of the company. John W. Dragoo, for 
many years secretary of the Western 
Reserve, will become manager of the 
branch office which will be maintained 
at Muncie to look after the business in 
that territory. 
| Dr. E. Sharrer, president of the 
|Northern States Life, was the active 
factor in bringing about the merger. 





Berkshire’s Million Dollar Day 


As the Berkshire Life had never had 
a million-dollar day, agents of the com- 
pany decided that it was time it did. 
fw last Monday they presented Presi- 





dent F. H. Rhodes with applications 
|totaling $1,500,000. It was by a big 
margin the largest day’s production in 
the history of the company. 

The Berkshire men will meet at the 
home office next Tuesday and Wednes- 
day for their annual convention. 


Provident Mutual House-Warming 
The Provident Mutual Life will hold 
official house- warming of its new 
home office building in West Philadel- 
phia June 7. A _ buffet lunch will be 
served to the visitors. 


Cedar Rapids Life 
The Cedar Rapids Life will have in- 
crease in dividends in the new scale 


an 





which will be in effect July 1. 








REAL PROGRESS 


Increase in New Business 
1927 over 1926 
43.44% 


Address 





66 BROADWAY 


INSURANCE CO. 


Thomas E. Lovejoy, President 
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Remove Every Objectionable Feature 
by Convincing Appeal to the Intellect 
Then Use Emotional Appeals to Close 


By RUSSELL 


S. KING 


Indianapolis Manager, Union Central Life 


a speech given by Mr 
Sales Congress at | 


[This is part of 
King at the annual 
Baltimore recently.] | 


SALES talk should be composed 
A of three steps; the first, the presen- 
tation of a worth while proposi- 
second, the showing of a sure means 
worthwhile; and 


tion; 
of accomplishing the 


the third should be arousing the emo- 
tions so that he will act. 
If we are going to sell insurance, not 


we must first present 
something the 


take orders for it, 
a worthwhile proposition, 
prospect wants to have and sometimes 
does not know it. When we present that 
proposition then he looks for means of 
accomplishing that proposition and then | 
life insurance is shown as the only solu- 
tion. 

To first establish a worthwhile prop- 
osition there are monthly incomes, the 
education of children, comfortable old 
age, inheritance taxes, clean-up fund, ’ 





| estate 


protection. All these things are 


worthwhile propositions. 


Two Methods Used 
in Closing Sales 


Let’s assume that our prospect has 
been convinced that your proposition is 
a good one, that it fits his needs; it is 
the thing he wants to do, how are you 
going to close him? He'll say, “That's a 
fine thing; I like it. If you'll see me 
about the first of October we will do 
that little thing.” I have had men say to 
me, “That is the best proposition I ever 
saw but I can’t do anything now.” Now, 
how can I close these cases. 

There are two ways. The first way is 
to get a man to a point where he will 
say, “Yes, I'll take it.” But, it is awfully 
hard to get a man to say, “I'll take it.” 
The other way is by implied consent. 
We do so many things by implied con- 
sent Then, why don’t we use those same 
methods in closing. Start off asking 








The 


Cason 


will interest youif....... 


If you are interested in selling life 


insurance you will be interested in the 


in 
ten years 


key to the Gem City Life’s record of 
increasing assets and 
force nearly ten fold in ten years. 


insurance-in- 


In the agency contract and the pol- 


10 


icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group 
health coverage, will be found the real 


insurance and accident and 


reasons for the success of the Gem 


TIMES 


THE 
INSURANCE 
IN 
FORCE 





TERRITORY OPEN 
In Ohio, Michigan, Dis- 
trict of Columbia, West 
Virginia, Georgia, Ala- 
bama and Lowisiana. 





City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
vice-president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, 


OHIO 


I. A. MORRISSETT, 
Vice President 





him anything that you 
can get him to say “Yes” to. Never ask 
a “no” question. Get your man saying 
“Yes” this and “Yes” that. 


questions. Ask 


Get Prospect in Habit 
of Answering Yes 


Ask him if he 


wants his notices sent 


to his office or his home. “Your wife’s 
name is Mary isn’t it? And, where were 
you born? In Baltimore?” The more 


you follow people the more you like to 
follow them. 

Ask your prospect questions like this: 
Do you want to be examined today or 


tomorrow? Do you want to pay your 
premiums annually or semi-annually? 
When he answers these questions he 


hasn't said he will take it but he has com- 
mitted himself to a certain extent. If he 
answers these questions then it is per- 
fectly easy to go ahead and close. 

Now that is the mechanics of closing 
What can you do in that sale in making 
a worthwhile proposition, showing a sure 
means of accomplishing it and arousing 
emotions? 


Appeal to Emotions 
Must Vary in Type 


There are various types of minds and 
naturally the 


must vary with the different types of 


appeal to human interest | 


emotional a 
the easier it is to arouse his im- 
and the less emotional the harder 


| people. The highly 
| man is, 
pulse, 


is 


more 


to arouse. It has been said by 
some that the more highly developed the 
intellect the more subtle must be the 
motivating influence. I would hardly 
agree with this and I think those that 
hold to this idea have made their mis- 
take by not taking into consideration 
that the well-trained individual often 
realizes that he acts because of his emo- 
tions and he realizes what we are trying 
to do and he is against it, and a little 
further along I will give an example of 
this. 


Remove Objections, Then 
Use Emotional Appeal 


This brings me to say that it is pos- 
sible to appeal too strongly to human in- 
terests and I do not want it understood 
that I am a believer in “sob stuff” and 
anything that is sold by too much emo- 
tional appeal will soon bring dissatis- 
faction. There must be a well balanced 
proportion of each. Your appeal to the 
intellect must remove every objection- 
able feature and must be entirely con- 
vincing and then there must be the emo- 
|} tional appeal just sufficiently strong to 
cause the prospect to carry out his in- 
tellectual decisions. I would like to have 














salesmen successful. 


right stuff. 





| cAs Faithful as 


Successful Salesmen 


HE success of a life insurance salesman de- 
"' ae first of all, on the individual man himself, 
and secondly, the company he represents. 
Just as life insurance cannot create riches for a pol- 
icyholder, a life insurance company cannot MAKE 
BUT, life insurance can pro- 
vide for the SAFETY of riches and the CREA- 
TION of comfortable living incomes, and likewise, a 
life insurance company can ASSIST in making a 
successful salesman of the man who is made of the 


Mutual Trust is a salesman’s Company. We appre- 
ciate the important part they play in our business 
and believe in helping them to help themselves. 


Send for Your Copy of 
“CHOOSING A COMPANY” 


CARL A. PETERSON, Vice-President 


Mutual Trust 


LI FE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
CHICAGO, ILLINOIS 
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CALIFORNIA 





C OATES & HERFURTH 
CONSULTING ACTUARIES 


354 Pine St. 
. San Francisco 


Barrett N. Coates 
Carl E. Herfurth 








ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 


OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 


























ENRY R. CORBETT 


Actua 
Specializing on -— Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 











INDIANA 





HAGHt. DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 











1OWA 





L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 


ACTUARY 
224 Argyle Bldg., Kansas City, Mo. 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 44th St. New York City 








oodward, Fondiller and Ryan 
Consulting Actuaries 


Actuarial Service in all branches of In- 
surance and for Pension Funds—Examina- 
tions and Appraisals—Statistical Service 
and Installations—Companies and Associa- 
tions managed under contract—Office Sys- 
tems and i  —[—ficaaaey Ac- 


counting and Aw 
75 Fulton Street New York 























(CONT’D FROM PRECEDING PAGE) 
more time to talk along this line but my 
purpose today is to give examples of ap- 
peals to human interest rather than dis- 
course upon its value and in the follow- 
ing examples I will necessarily have to 
do that which I do not think is good 
taste in a public speaker, that is, use per- 
sonal illustrations. Yet after all, that 
which we have used ourselves, we can 
the more truthfully tell about and the fol- 
lowing stories have been used over and 
over and I feel that they have helped me 
in the selling of life insurance. 


Arousing Emotions in 
Selling Mortgage Insurance 


In selling mortgage insurance, a man’s 
emotions can be aroused as follows: “Mr. 
Prospect, this proposition guarantees 
that whatever comes, your wife and chil- 
dren will have a home free and clear of 
any indebtedness. Have you ever stopped 
to think that a home means a great deal 
more to a man’s wife and children than 
it does to him? It is their little world 
and as Edgar Guest says, ‘It takes a 
heap of living in a house to make it 
home,’ but after it has become a home 
there is no place like it in all the wide 
world, One of the tragedies of life is for 
children, after their father is gone, to 
have to tear down their little doll houses 
and leave their familiar playgrounds to 
be trodden by alien feet. I have seen 
children with breaking hearts take one 
last longing look at the paths in the gar- 
den, the flowers in the yard and the little 
trails which their feet have learned to 
follow even in the dark, because they 
are really leaving home and going to a 
place they have not vet learned to call 
home. Then, too, I have seen a mother 
and children give up a nice home and go 
live in a small apartment. I have seen 
friends who wanted to do something for 
them come over to take them for a ride 
on some beautiful Sunday afternoon; I 
have seen these friends unintentionally 
drive this family along the street and by 
the home where once they were so happy 
in their own home, but, Mr. Prospect, 
this proposition will guarantee that your 
family will have a roof over their heads 
and a home that you provided for them. 

“Mr. Prospect, this home where you 
are living has a mortgage of $5,000 on it. 
The man who loaned you the money is 
thoroughly protected. He knows if you 
live you will pay the mortgage and he 
even protects himself further than that 
by forcing you to carry fire insurance. 
He is absolutely entirely protected in 
his $5,000, but Mr. Prospect, there is one 
person who is not protected and that is 
the little wife who signed the mortgage 
with you. She is making every sacrifice 
she can to help you pay off this mort- 
gage, she is doing without clothes that 
she would like to have, the children are 
helping sacrifice too, for they are doing 
without things that they would like to 
have in order that the mortgage may be 
paid off on this home. Mr. Prospect, 
why should you discriminate against 
those you love by thoroughly protecting 
the man who loaned you the money and 
yet leaving your wife and children with- 
out the mortgage being protected? Don’t 
you think it a wise thing to protect it?” 

In selling a young man, the following 
illustration can often be used advan- 
tageously. After first having established 
the fact that to succeed in life demands 





not only industry but saving, then when 
ready to close draw two lines parallel to 
each other about one-half inch apart and 
about three inches long. Mark between 
the lines “Road of Life” and on the end 
of these lines draw lines showing this 
road forking. Let the upper fork be 
called “Road to Success” and the lower 
fork “Road to Average Life or Failure.” 
I usually make the lower fork broader 
than the upper one. “Now, Mr. Pros- 
pect, we have just noticed a few mo- 
ments ago that to succeed in life we 
must not only be industrious but we 
must save. Now, so far in life you have 
told me that you have never saved much 
so you are standing right here today in 
the fork of this road and you must de- 
cide which road you are going to travel. 
The road to success calls for industry 
but it also calls for saving money and it 
is simply up to you as to which road you 
want to travel. The longer you put this 
off the farther down the road to an Aver- 
age Life or Failure you will travel.” 

In selling an educational policy we 
can some times arouse the emotions of 
our prospect if we have 
boy or even can see a picture of him. It 
is much better however, if we have seen 
the boy ourselves and say something like 
the following: “Mr. Prospect, won’t it 
be a wonderful day for you when Jim. 
Jr., gets his diploma? Won't it be a 
proud day in your life when he steps out 
upon the threshold of life equipped with 
a college education? Now Mr. Prospect, 
that boy of yours is your very image. He 
walks like you, he talks like you. He is 
a second edition of you. Won't this 
proposition guarantee to him that he wil! 
have his college education?” 


Plays on Abhorrence 
for Gambling 


\ short time ago I was trying to sell 
a $75 a month income for 10 years 
certain and the wife had objected to it so 
I had gone out to see her and every 
argument had failed to move her. | 
knew she had an abhorrence of gambling 
and in my book I had a picture of 
roulette wheel and a man turning the 
wheel and his wife and children standing 
in the center. I turned to her and said, 
“Mrs. Prospect, you wouldn’t have your 
husband gamble for anything in the 
world would you?” She replied, “No.” 
I showed this picture and said, “You are 
forcing your husband now to gamble for 
the future of vou and little Margie. He 
is gambling on the chance that he will 
live long enough to accumulate a sum 
sufficient to take care of you and her. I 
would much rather see him take his sav- 
ings and place them on a bet at the rou- 
lette wheel than to see him bet your 
happiness and Margie’s education on the 
wheel of life.” She turned to her hus- 
band and said, “Well, I think we can 
save $10 a month.” 

I hope these illustrations and stories 
will inspire each of you to work up such 
stories as you can tell yourself. Some 
people feel that they cannot convincingly 
tell a story but it is simply their frame 
of mind. It may take more practice 
with some than with others, but for the 
man who will consistently practice the 
day will not be for distant when he can 
convincingly and inspiringly motivate his 
prospect. 


New New York Office 


The Aetna Life announces the estab- 
lishment of a new general agency at 
Edward Leitner, recently appointed gen- 
165 Broadway, New York. The new 
unit will be under the supervision ct 
Edward Leitner, recently appointed ger- 
eral «ent for the life and group depart 


ever seen his | 














pum 9 , 1928 


ments. It wil be the nity. 73d 
general agency and the eighth in the 
greater New York area. Mr. Leitner 
joins the Aetna, following the comple- 
tion of five highly successful years in 
the service of the Equitable Life of 
New York. Educated at New York 
Agricultural College and Syracuse Uni- 
versity, where he was especially prom- 
inent as an athlete and student, Mr. 
Leitner joined the Albany agency of the 
Equitable in 1923. Prior to that year 
he was for four years a school teacher 
in upper New York State. He spent 
a year in Albany and was then trans- 
ferred to New York, where he has since 
established an unusually fine record 
Mr. Leitner has been several times a 
$500,000 producer and has also serveill 
in a supervisory capacity. 








OPPORTUNITIES 














SECRETARY WITH ACTUARIAL 
EXPERIENCE WANTED 


strong, established Middle Western 
An unusual opportunity for man 
with proper qualifications. All inquiries will 
he treated confidential. Address F-62, care 
The National Underwriter. 


ty a 
Company. 

















ANOTHER FORWARD STEP 


COMPLETELY REVISED 
POLICY FORMS 


NEW OWNERSHIP, 
BENEFICIARY and 

ASSIGNMENT PROVISIONS 
leave no doubt of the rights of the vari- 
ous parties who may have an interest in 
the policy. 

A PLAIN ENGLISH POLICY 
that will particularly appeal to the con- 
scientious life underwriter. 

PREFERRED RISK POLICY 
Also a new LOW COST 
Write for Information 


PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 














WHAT’S AHEAD? 


That question is in the mind of 
bitious man. It’s in your mind. 

li the answer does not satisfy, it will pay you 
to learn the advantages of a life under writing 
contract with Fidelity. 

Fidelity originated the disability provision. the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $75,900,000 in 
assets and over $366,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 


every am- 











A REAL OPPORTUNITY 


Presents itself for a high grade producer and 
agen cy builder for the position of Manager at 
Columbus, Ohio. Write fully, in strictest con- 
fidence to the Agency Department, The 
Toledo Travelers Life Insurance Company, 
Toledo, Ohio. 
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The Life Insurance Company of Virginia | 
57 Years of Existence | 
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JOHN G. WALKER BRADFORD H. WALKER 
Chairman of the Board President 
Richmond, Virginia | 
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